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Chilled Ankles Revive Boots 


Amazing Success of Novelty Leather Boots as a Winter 


Weather Cure for Cold Feet 


HERE may have been times 

| when there was some doubt as 

to the truth of the axiom 

“Cold feet, warm heart.” Now it is 

nationally understood that all wo- 
men have cold feet. 

It has made business possible for 
thousands of stores throughout the 
country, because, with light, airy 
footwear, and light weight hose, the 
time would eventually come when 
there would be the need of some pro- 
tection for warmth. 

It is nationally accepted that ga- 
loshes have their place in stormy 
weather. They fill completely the 
need for protection against the ele- 
ments. But this year the creators 
of footwear reasoned out 
that for the cold, clear 
days of the winter many 
women would be willing 
to pay real money for 
something new and smart 
and different in a leather 
boot. j 

The first boot to make 
its imprint in the shoe 
world this fall was the 
“Swanky” boot. It was 
designed in an original ,; 
manner, having some of 
the characteristics of the 
Jodhpur (the Johdpur be- 
ing the riding shoe worn 
in India). Taking ‘ this 
basic idea, the “Swanky” 
boot, made up in beauti- 
ful colored leathers, as 
well as_ black, swept 








through the country as the surprise 
number of the fall season. 

Many other novelties in boots have 
been appearing in the last four 
weeks. The (ffirst real stormy 
weather brought out the newest 
boots with fur tops. Some look like 
carriage boots, and others look like 
“much money.” 

First, they are styleful; second, 
they are really warm and comfort- 
able for cold, clear weather. An- 
other piece of footwear has been 
added to the fashionable woman’s 
foot wardrobe. She has her galoshes 
for stormy days, her boots for cold 
days, and her slippers and pumps for 
indoor wear. There is no telling 


A Christmas Present 





The former general chairman of the National Shoe 
styles committees says, ““Boots—God’s Gift to the Shoe Industry.” 





how far and wide this new class of 
boots will go. 

One of the pioneers and sponsors 
for the new boot movement is John 
J. Holden, formerly general chair- 
man of the National Shoe Retailers’ 
styles committees. The illustration 
on this page tells the entire story— 
“Boots—God’s Gift to the Shoe In- 
dustry.”—John J. Holden. 


HE trade has got to be extremely 

careful in the building of boots 
that it makes proper allowance for 
the change in feminine feet. The old 
boot patterns, such as were used in 
the button boots of ten years ago, are 
absolutely useless. Arches and in- 


steps are higher and 
fuller. The wearing of 
low shoes has changed 


completely the top meas- 
¢ urements of old lasts. It 


necessitates new wood 
and new patterns, and 
new thoughts in shoe- 


making. One factory de- 
signed and cut more than 
a thousand pairs of boots, 
to find that when it came 
to turning them it was 
physically impossible to 
do the job correctly. 

The new boots should 
be tested as to their fita- 
bility and _ should' be 
bought for their styla- 
bility. There is a _ real 
full-grown fashion move- 
ment toward boots. 


a A 
Retailers’ 
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Personality. 





proficiency in learning. 


LL the world’s a stage. 
has to do with a house built on Service and 


Run back in your mind and recall retail shoe 
stores in villages having 664 people that are 
showing a steadily increasing volume of busi- 
ness; that carry widths from AAA’s down; that 
have satisfied owners; grown-up sons, who have 
had a taste of big city life and who are now 
back on the job with Dad, even though they 
have a wall-full of diplomas, attesting to their 


Here’s one act that 


























High Grade Shoes in a Village 


With 664 People in Sandy Lake, Pa., the Dye 
Family Does Miracles in Business 


HE characters of this sketch 

I in the order of their appear- 

ance on the stage of life: 

Father—W. H. Dye, affectionately 
known by all as Uncle Harry. 

Mother—Mrs. W. H. Dye, who is 
all that a mother should be. 

Son—Ralph W. Dye; Dr. Dye, if 
you please. 

Time—Present. 

The principal scenes are laid in 
Sandy Lake, Pa., an ordinary look- 
ing, sleepy village that is only men- 
tioned on the automobile route card 
as “Turn left at Sandy Lake and 
continue through.” It is on High- 
way No. 25, a road that connects 
Franklin, Pa., with Youngstown, 
Ohio. So it readily appears that 
Sandy Lake is neither a business 
center of great moment, nor has it 
risen to the importance of being a 
country crossroads. Yet in this hill 
town, on the western slope of the 
Alleghenies, uninspiring as it may 
seem to the casual traveler, is a shoe 
store whose net earning capacity 
may well excite the envy of many 
big city operators. 

That for the setting, and now for 
a short bit of prologue. Sickness 
compelled Father to give up his 
regular job as a coal miner eighteen 
years ago. His search for some easy 
indoor mode of making a livelihood 
caused him to buy a shoe store from 
a man who wanted to quit. The 
stock inventories $2,500 at cost, and 





the proprietor had several years 
previous managed to sell $7,000 
worth of shoes. This looked big in 
those days, but now it only repre- 
sents a fair month’s business. As 
Father did not even know how to 
read sizes when he bought the store, 
his first step in the shoe business 
was to subscribe for the BooT AND 
SHOE RECORDER, so from the begin- 
ning this book has been the rule and 
guide of his business life. 


UR story does not really begin to 

show interesting action until 
about ten years ago. Previous to this 
it was just the old story of a country 
store, plugging along with an owner 
who was far from being satisfied. 
Father and young Son talked things 
out during the times the boy was 
home from school and _ college. 
Gradually there came the awakening. 
This truth dawned on them—they 
were simply selling shoes. 

So it came that both took up an 
earnest study of the scientific fitting 
of the feet, Ralph even going to Chi- 
cago to take an adanced course at a 
shoe school. At this period the store 
started to grow, for to fit the feet 
properly one must have proper sizes 
and widths, an entirely different 
stock from what is carried in the 
usual run of village stores. Natur- 
ally these shoes were not to be had in 
the cheaper grades, so better ones 
were introduced to the trade. The 


usual sales resistance to paying more 
money for footwear was gradually 
overcome as the trade became appre- 
ciative of the many benefits derived 
from good fitting shoes. 

A couple of Father’s wise observa- 
tions may well be injected here: 
“The reason small towns are losing 
out is because they carry too many 
cheap lines and too many kinds of all 
kinds of lines, the result being that 
they have odds and ends of every- 
thing and not a complete stock. As 
we began to study how to fit feet, we 
found that we must have lasts, sizes 
and widths. As these only come in 
the higher priced shoes, the higher 
priced shoes were put on our 
shelves.” 

The young folks who go away to 
colleg come back to him with crip- 
pled feet which are caused by using 
their own judgment in buying styles 
and sizes. They are quite humble 
and contrite when they say, “Uncle 
Harry, fit me up right.” In order to 
gain and hold this confidence one 
must sell real merchandise and be 
able to fit it right. 


URE they have competition. The 
competition that they feel that 
they are facing every day is with the 
worthwhile stores of Chicago, New 
York and Philadelphia, even if this 
little store is tucked away in the 
mountains. 
In the summer quite a few people 











orm manern gp 


a 
























December 17, 1927 





BOOT AND SHOE RECORDER 35 


























from the big cities come to the sum- 
mer resort at the lake. It is a reve- 
lation to note the way the big city 
trade responds to the advanced coun- 
try way of doing business. They 
like to patronize and call the sales- 
people by their first names. Then 
they like to send away to the country 
for their shoes. The same psychol- 
ogy applies to the sending away to 
the country for shoes as it does to 
the country folks who delight in 
sending to the city. What holds the 
city folks, in addition to good fitting, 
is the intimate friendly service they 
receive. They are not “just another 
customer,” but a friend of the house. 





it is possible to keep careful watch 
of the stock from being on the floor 
all the while. New ideas and styles 
are developed through the RECORDER, 
conventions and friendly traveling 
men. 

The balcony rest room, with its 
easy chairs and new magazines, 
makes the store different to the eye. 
Farmers make it a point to use the 
store as a rendezvous, for meeting 
friends, strayed wives or children. 

The son has been active in the 
store since he was sixteen years old. 
During his two years of traveling 
for a wholesale rubber house, won- 
derful experience was gained from 


Ralph W. Dye 


the contacts he made. Then came 
two years in the school of footwear, 
in which he spent his mornings in 
classes and evenings in the clinic 
work. Valuable training in the aft- 
ernoons, selling shoes under Ed. 
Oestemeyer in Marshall Field’s, 
Chicago, gave him an insight as to 
what real service really was. While 
in the big city, he endeavored to get 
everything that Chicago had to offer 
in the way of foot corrections and 
fitting service, so that he might put 
these in practice when he got back 
home. After receiving his medical 
degree last June, back he came to 
Sandy Lake, there to supervise the 
fitting up of his new chiropody 
room with its modern equip- 








HE viewpoint of the cus- 

tomer is always the basis 
of the sales talk. Single pair 
sales are not considered, as the 
wardrobe idea is sold to every 
person. Now “wardrobe” is 
an all-embracing term. To the 
city woman it may mean 
dozens of pairs of footwear, 
ranging from riding boots to 
evening slippers. To the wo- 
man of moderate means in a 
small town, three to six pairs 
form the complete list, while 
the word to a farmer’s wife 
usually means two wearable 
pairs. 

Correctly balanced _ stock, 
that has its right proportion of 
sizes on hand at all times, is 
the result of extremely careful 


They Want to Know 


Merchants ask us daily where to buy 
shoes and other store merchandise. 
this space we list typical inquiries, thus: 


H-1010 Wants popular priced shoe ornaments. 
H-1011 Wants women’s and children’s stitchdowns. 
H-1012 Old style shoes at low prices. 
H-1013 Wants price tickets. 

H-1014 Wants low priced Russian boots. 
H-1015 Wants women’s sport oxfords, men’s $5 


welts. 


H-1016 Wants children’s shoes at chain store prices. 
H-1017 To open store—wants general line popular 


priced shoes. 


H-1018 Wants men’s work shoes with Union Stamp. 
H-1019 Wants women’s fancy garters. 

H-1020 Wants eiderdown slumber socks. 
H-1021 Wants satin mules with feather pom-poms. 


ment. This doctor’s office is 
not to be found duplicated in 
any shoe store for many miles 
around. 


In 


NE character seems to be 
left out in the telling, yet 
the story would not have run 
its smooth course without the 
help and advice of Mother. 
That’s the way of life, it seems. 
It was Mother who looked out 
for things pretty carefully at 
first, whose encouragement 
made the rough going seem 
easier, who helped out on the 
books when Son was away, and 
now is proud of the way things 
have turned out. 
“Tf I were going to live life 
over again, I would start in the 





buying. The size problem rep- 
resents one of the biggest that 
a small town merchant must 
face. The right sizes must be 
on the shelves in order to fit 
properly. In this store, with 
three men doing all the selling, 


H-1022 Wants “jobs” for new small town store. 


Interested manufacturers may have names 

on request to Information Department, Boot 

= Shoe Recorder, 207 South St., Boston, 
ass. 























most interesting and best busi- 
ness, the selling of shoes at re- 
tail,” said Father Dye. 

This concludes the story of 
a business that may be truly 
termed a “family shoe store.” 
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Gelting More Shoes Sold Right 





The Merchant Must Cut 


USINESS no longer can be done by guess. He 
who would succeed must know. 

The merchants who are achieving success are 
those who are seeking to know the best methods of 
pleasing the public and at the same time how to 
make a profit for the store. 

The average merchant is, at heart, honest, sin- 
cere and conscientious. He is too good a business 
man not to know that to increase his prices to his 
customers, without the preparation of explaining 
them, would prove a boomerang that is sure to fly 
back and hit him in the face. 

Prices for shoes have advanced, and his new 
merchandise must carry additional costs that can- 
not be compensated by his old purchases. His rent, 
taxes, insurance, clerk hire and transportation 
charges; in fact, practically every item that goes 
to make up his overhead expenses, should be crit- 
ically studied. 

He must go to far greater lengths than ever be- 
fore in the efforts to scientize his business. Today 
the definition of the word “science” has been sim- 
plified until it has come to mean “to know.” 

The merchant today must know the reason for 
every item of expense, and must justify its exist- 
ence before he figures the mark-up that he needs 
on the new shoes. 

Every pair of shoes must carry a profit. The 
profit in tangible money in his hand is but a small 
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percentage of the gross mark-up. The question of 
mark-up from now on becomes a matter of great 
concern. The average merchant recognizes that 
certain standard shoes that have an all-year-round 
demand can be merchandised on a closer margin of 
profit. 

But in many cases the business of the average 
merchant has been centered around the fancier and 
more luxurious types of shoes and his best selling 
has been in this class of merchandise. 

The percentage of overhead, in proportion to 
gross sales, must always remain the determining 
factor in mark-up. Yet, today the merchant’s big- 
gest problem is of determining just what the mark- 
up should be in each of the different grades of mer- 
chandise of the store. This one point deserves a 
most careful study and expert attention. 


There are many stores that are giving extras in 
service and credit not at all justified by the price of 
merchandise they are selling. Many a store selling 
six-dollar merchandise is giving the same degree of 
service, special delivery, fussy handling, returns 
and credits that could only be covered by shoes sell- 
ing at twice that price. 


Many of the frills in retailing have got to be cut 
out if the store is to make a profit. Tanneries and 
shoe factories have had to throw away many items 
of expense that were thought quite necessary in a 
well run business. They have learned to do with- 
out the extra refinements so as to make the product 
more salable to the merchant. 


The next stage is up to the shoe merchant. For 
the good of his own business he must do all in his 
power to keep store costs down to the minimum. 
As the business goes along it adds expenses here 
and there, not only in methods, but also in men, 
and this means the merchant must look for a high- 
er mark-up per pair right through the store. 

The time has come for a division of mark-ups. 
It is not to be expected that children’s shoes can 
bear the same expense burden as women’s novelty 
footwear, nor can some novelties bear the pro rata 
of expense warranted by the service given in some 
orthopedic lines. Where it necessitates an expe- 
rienced man to carefully select a shoe that will fit 
a troubled foot, there should be a higher propor- 
tionate cost on that shoe for the service rendered. 

Extra costs and expense have been sweated out 
of the tanning industry. Then followed a similar 
retrenchment in manufacturing, and the next move 
is in making merchandising costs as_low as pos- 
sible. This can be done by stimulating the sale of 
more shoes with the same help and equipment, and 
it is in that direction that a world of work has got 
to be done. More net profit but less selling expense 
per pair is the great need of the day. 
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Convention Logic 


ERE foot coverings, although they may pro- 

tect the feet from the elements, no longer sat- 
isfy the general consumer. Style is a big element 
in the game today. Never in the history of the 
shoe business has fashion been so important a fac- 
tor. Along with fashion must be considered fit and 
the ability of salespeople to rightly select the par- 
ticular style for the occasion demanded by the cus- 
tomer and then properly fit the customer’s feet. 

All this means education of the merchant as well 
as education of salespeople. 

The men who are prominent in the shoe busi- 
ness today, the men who have become successful, 
have to a great extent won their prominence and 
success by mingling with other men and exchang- 
ing ideas. 

They have expanded and grown by absorption 
of the principles and thoughts of others and then 
putting the ideas thus gained into execution. 


Get Ready to Clear 


NCREASED production has developed in in- 
creased idle stock in retail stores. A prominent 
merchant says that there are 100,000,000 pairs in 
this idle stock. This number of pairs of shoes is 
turned once, or less, a year. 

It would be worth while for each merchant to 
see how his own stock stands toward these general 
figures. A hundred million pairs of shoes is about 
one-third of the total annual supply of shoes in the 
country. Is one-third of the stock in the average 
store turned once, or less, a year? It looks that 
way. Research figures 











show that on an aver- § Y= a 7? 
age stock is turned 
The ‘Reason Why ~ 


F. W. FICK 
Mead, Kan. 


about twice a_ year. 
Some merchants turn 
their stock four or five 
times a year. So there 
must be a lot of stock 
that is turned less than 
twice a year. And that 
means once a year. 
The common causes 
of idle stock are odd 
size and off-style shoes. 
Every store has them. 
They are necessary 
evils of the trade. An- 
other cause of idle stock 
is lack of merchandis- 
ing methods of clean- 
up. The trade cannot 
turn the corner quickly 
enough; cannot “x” in 
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Inclosed find check for two years’ subscription to 
the Boot anp SHOE REcorDER. Have just returned 
home and I must have your paper. 


Yours very truly, 


* * 

We like that word “must.” 

It’s got a real punch to it and we know that Mr. 
Fick meant just what he said. 


Sauce 6 4° el 
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newer goods, so as to bow the former out of the 
back-waters into the current of live trade. They 
stay tied up at the docks, gathering barnacles of 
loss. 

This condition is more injurious in shoes than 
in any other ordinary line of goods, for the reason 
that it takes more units to make up a single com- 
plete assortment of sizes and widths. In men’s 
hats, with sizes running in eighths, 12 or 15, 
hats will make a complete assortment. In men’s 
collars, running in quarters, 16 to 20, collars 
of any one style will make an assortment. But 
in all shoes, running in half sizes from 514 to 12 
and in different widths, it requires from 40 to 50 
pairs for a complete unit of assortment. (Of 
course, the same principles of buying heavier on 
middle sizes are observed in the other lines of 
goods as well as in shoes.) There is correspond- 
ingly more to be “cleaned up.” There is more stock 
left derelict and forsaken when shoe style changes 
are permitted to cut too sharp an angle. 

Derelicts and shelf clingers cost 100 per cent 
more than they did four years ago. Don’t forget 
that when you plan your after-Christmas clear- 
ances! Move the unseasonable shoes early so that 
real winter footwear may have its proper profit 
place in January and February. 


Indispensable Service 


HE storekeeper or merchant of today is not 

only a buyer and dispenser of merchandise, but 
is a big factor in the industrial, political and social 
elements of his community. 

He owes his community and his customers a far 
larger obligation than 
that of merely exchang- 
ing a dollar’s worth of 
merchandise for an 
equal amount of the 
coin of the realm. 

If he has to maintain 
the position which he 
should occupy in his 
community and remain 
an independent mer- 
chant, conducting his 
own business with his 
own name over the 
door, it is imperative 
that he adopt the best 
method obtainable for 
the conduct of his busi- 
ness and the buying 
and dispensing of his 
merchandise. 

The shoe business has 
become a department of 
«4 highly specialized art. 








(Signed) F. W. FICK. 


President. 
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Teamwork to Win at Convention 


President Geuting Points to a New and Better 
Year’s Start at N. S. R. A. Conclave 


says that the production power 

of “team work,” growth of the 
national association idea, the new 
Four Year Advertising Campaign and 
the best organized convention plan 
in the history of N. S. R. A. meet- 
ings will make the seventeenth an- 
nual N. S. R. A. convention in Chi- 
cago the greatest shoe trade gather- 
ing the world has ever seen. 

In the president’s annual pre-con- 
vention statement Mr. Geuting 
urges all local association presidents 
to help drive these facts home so that 
as many merchants as possible will 
be there to benefit by this greatest 
of all N. S. R. A. conventions. -The 
statement follows: 

“If I am any judge of the humor 
of the shoe retailers throughout the 
United States, I will make the pre- 
diction that our next convention will 
be one of the largest and most nota- 
ble gatherings the shoe trade has 
ever had in this or any other country. 

“There are very important reasons 
why this should be so. First, the 
growth of our association idea has 
taken firm root everywhere, and the 
retailer is learning that by attend- 
ing conventions he is improving him- 
self as a merchant, as a go-getter 
and as one who has learned some- 
thing about the necessity of net re- 
sults. Those who have attended con- 
ventions and got this spirit -are 
unquestionably better off than those 
who have stayed away and felt them- 
selves self-sufficient to travel along 
the path of tradition and who have 
not squared themselves with the 
modern business ideas. 

“Second, the association has un- 
dertaken, under its leadership, the 
great Four Million Dollar Advertis- 
ing Campaign to increase the volume 
of the men’s shoe business. This 
campaign is being backed by the en- 
tire allied industry and it is the first 
united effort that the shoe trade has 

made in the realm of publicity for 
the industry as a whole. 

“Other industries have developed 
wonderful results from such pub- 
licity and everyone in the shoe trade 
is keenly alert and on his toes to see 
what this will produce for the shoe 
industry. Should this campaign go 
over with the proper results, it will 


Poss natn A. H. GEUTING 





The leading lady of last year’s Na- 

tional Shoe Style Show will appear 

again on the runway of the Hotel 
Stevens, Jan. 9, 10, 11, 12 


mean continuous performance and 
other educational propaganda will 
be put out from time to time to put 
this great key industry in line with 
the progress of modern business. 


6 HIS question will be very much 

to the fore at our next conven- 
tion and live retailers will want to 
know all about it. 

“Third, we believe that. this con- 
vention will be the best organized 
convention so far staged, not to de- 
traet from previous conventions in 
the least, but it is merely a question 
of growth, experience and develop- 
ment. No one pretending to be a 
progressive shoe merchant can afford 
to miss the opportunities that will 
be his on every hand in Chicago on 
Jan. 9, 10, 11 and 12, to pep himself 
up to keep in line with the spirit of 
the times and thus advance his abil- 
ity as a merchant. 

“It has often been said that con- 
ventions are merely gatherings for 
a good time, but one learns a lot hav- 
ing a good time, so even the sociable 
seeker will not leave without learn- 
ing much, and the more serious and 
studious merchant, as always, will 
gather more because of his greater 
interest. The times are too strenu- 


ous in business not to have an ear 
close to the ground, and you may 
rest assured that the serious-minded 
man who goes to Chicago will pains- 
takingly study everything that is 
said and shown and will go home a 
much better business man. 


6 HE year has been one of un- 

usual interest in the shoe retail 
field as well as the entire allied indus- 
try and a prosperous condition is be- 
ing worked out. You will recall that 
our slogan for the year was ‘More 
prosperity and greater cooperation.’ 
The industry is developing along 
these lines, not alone to serve the 
public in the most economical and 
efficient manner, but to do so on a 
profitable basis, for no business can 
progress safely without the proper 
returns. 

“We are learning that the shoe in- 
dustry as a whole is a unit to do a 
certain job for the American people; 
we are learning not to fight each 
other in this industry; we are learn- 
ing that the best results are accom- 
plished by. ‘team work’; therefore, 
when these lessons are learned and 
acted upon, we may expect the entire 
industry to be prosperous, progres- 
sive and to be satisfactory to the 
public as well as those engaged in it. 

“T trust, therefore, and appeal to 
the presidents of the various asso- 
ciations in this country to make a 
great effort to arouse an interest in 
the national convention, urging a big 
attendance and thereby stimulating 
in their members a greater interest 
in their association work which will 
accrue to the advantage of the indi- 
vidual as a merchant as well as to 
the local shoe retailers’ associations 
throughout the country.” 

Cénvention, exposition and style 
revue as well as the special display 
of bench-made footwear in a separate 
salon, showing of manufacturers’ 
lines in ultra-modern sample rooms, 
the annual banquet and accounting 
service will all be housed in the 3000- 
room Hotel Stevens, a luxurious set- 
ting for this “greatest of all N. S. 
R. A. conventions.” The Stevens is 
also the scene of the National Shoe 
Travelers’ Association annual con- 
vention, Jan. 7, 8, and 9. 
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URROUNDED by his family, 
G persona friends and friendly 

employees to the number of 150, 
Stephen J. Brouwer celebrated the 
twenty-fifth anniversary of his entry 
in the shoe business at a brilliant 
banquet held in the Gimbel grill, Mil- 
waukee, on the evening of Friday, 
Dec. 2. The employees of the four 
“Brouwer” stores in Milwaukee, 
Wauwatosa and Wisconsin brought 
their wives, husbands, sisters, broth- 
ers, sons, daughters and mothers. 

The Brouwer business family is an 
unique organization. Once a mem- 
ber of this body, members are loth 
to break away, making not only for 
little labor turnover but a steady, 
substantial growth and the finest 
kind of esprit de corps. 

At each plate was a souvenir con- 
sisting of a little wooden shoe sil- 
vered in commemoration of the an- 
niversary, while platter  doilies, 
likewise in silver finish, were orna- 
mented with a detailed design em- 
bracing the name of the company 
and outlines of shoes. The program 
was printed in silver on calf leather. 

H. C. Kremer, buyer of women’s 
shoes, acted as toastmaster. 

Miss Alvina Verick, buyer of the 
company’s children’s shoes, sounded 
a cheery note as the first of the 
“Boys and Girls” to pay tribute to 
Mr. Brouwer’s “daddyhood.” 

Paul Gerloff, who is responsible 
for the delivery of Brouwer shoes, 
countered cleanly when Toastmaster 
Kremer chaffed him on his interest 
in the fire department and the Grid- 
ley Dairy Co. 

Richard Bateman, he of the high 
forehead and buyer of the men’s 
shoes, failed to tell any political se- 
crets despite the fact that his career 
as an alderman at Whitefish Bay was 
prominently featured in his intro- 
duction. 

Fred Horton, in charge of the 
“Brouwer” advertising, had a story 





Employees and friends of the Brouwer organization at the dinner. 
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Stephen J. Brouwer Honored 


Below, the 





testimonial presented to Mr. Brouwer 
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on the hosiery department full of 
local color. 

Rev. A. J. Benjamin, editor of the 
Northwestern Christian Advocate in 
addition to being vice-president of 
the S. J. Brouwer Shoe Co., “rocked 
the house” with good stories and 
advice. 

“Ned” Ray, associate editor of the 
BooT AND SHOE RECORDER, extended 
the felicitations of his organization 
to Mr. Brouwer and presented a 
handsomely illuminated parchment, 
hand lettered, which was signed by 
all present. 

John Grigg, buyer for the base- 


ment department, read an excellent 
address on “Character and Service”’ 
prepared by the secretary of the 
company, Attorney W. A. Bender, 
prevented by sickness from being 
present in person. 


OY KNAPP, in charge of the 
company’s accounting depart- 
ment, directed attention to the num- 
ber of years which many members of 
the “Brouwer” personnel have been 
associated with this business. In con- 
clusion Mr. Knapp presented two 
[CONTINUED ON PAGE 64] 












Letting the Salesmen 


Test New Styles 


ANAGERS of shoe sections 

in clothing and department 
stores can get a real kick out of the 
methods used by J. Robert Hodsdon 
in selling his department to the rest 
of the store. Mr. Hodsdon is in 
charge of the shoe department of the 
Benoit Store, Portland, Maine. 

Every Tuesday morning all the 
store’s employees gather for a sort 
of educational meeting, where one 
store speaker covers one subject in 
a thorough manner. Before this 
meeting is the time that Hodsdon 
takes to get in a few minutes sales 
talk relative to the new shoes his de- 
partment has recently received— 
not in a dull matter of fact manner, 
by any means, but in a snappy inter- 
esting fashion, for he is truly en- 
thusiastic about his lines. Most of 
the salesmen in the store are young 
fellows, just the type of customer to 
which his styles are designed, con- 
sequently this salesforce is used as 
a proving ground for new lasts and 
patterns. If he finds that he has a 
shoe that appeals to all the boys, it 
is a certainty that the rest of the 
young men in town will be likewise 
affected. 

Along graduating time, entire 
classes or groups of 25 or more boys 
buy their shoes at Benoit’s, through 
a little outside work. Hodsdon’s 
way is to see the head of the school, 
getting from him permission to con- 
fer with the class graduating com- 
mittee. A 10 per cent discount is 
generally the bait that lands the 
order. One other thing that sounds 
good: 

Each new shoe receives a distinc 
tive name and is advertised both in 
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Chandler & Co., a Boston women’s ready-to-wear house, encloses 


a blue self addressed postal in 


reproduction of which is shown here. 


with all their late Spring bills a 
The same idea could be 


worked by shoe stores which have a clientele which leaves town 
periodically 


the newspapers and windows by that 
name. It has been found that cus- 
tomers had rather identify a shoe 
by a name than by a number. Names 
having a meaning and ones that will 
stand the test of daily wear are 
used rather than the flash ones. 


* * * 


This Letter Pulled 


ERE is a letter sent out by the 

Wolf Shoe Co. of Richland Cen- 
ter, Wis., which pulled well. Cuts 
of shoes on the side of the letter had 
much to do with making the letter 
readable. While the time of talking 
to the graduates has long since 


passed, the letter may be easily 
changed around to take in almost 
any other group of prospective cus- 
tomers: 

“Dear Graduate: 

“Congratulations. 

“Here you are at the end of an- 
other lap in the race of life. 

“It’s a really big occasion that you 
will participate in next month. 

“We know you'll be particular 
about being properly shod for that 
event. 

“We are ready for you with a 
goodly variety of shoes that are dis- 
tinctly appropriate—yet not too cut- 
and-dried, if you ‘get’ what we mean. 
They are shoes for the occasion, but 
they also are shoes of character. 
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“Among them are several num- 
bers that will fit your individuality 
as well as your feet and your re- 
quirements as regards cost. 

“The other footwear items you'll 
want on your vacation await you 
here, too. 

“We think you'll appreciate the 
pains we take in serving you. 

“We'll hope to have a call from 
you soon.” 


* * |* 


Let Your Trade Know 
the Salesman’s Name 


66 USTOMERS are interested in 

te knowing who is serving them, 
so we have a small, neat, framed sign 
in plain view of each section, pro- 
claiming this information,” said Gus 
Yeck of the Wagoner & Marsh store, 
Akron, Ohio. 

“I gained this idea from the banks, 
after observing there how customers 
more quickly get on a friendly basis 
with the one serving them. If it is 
to the advantage of banks to do this, 
why not shoe stores? As this has 
been tried out for some time in our 
store, we are still of the firm opinion 
that it is a great asset in many ways. 

“In the first place, each man is 
assigned to a definite section of four 
or five chairs. That is his personal 
place; it is where he does all his 
selling, and he is held responsible for 
all customers occupying his chairs. 
The men are not allowed to roam all 
over the store in their selling, but 
are required to stay near their sec- 
tion. This naturally tends to elimi- 
nate the huddles so common in stores 
having large sales organizations. 

“Customers may forget a man’s 
name when they come back, but they 
are more than apt to remember 
where they sat, so by having the 
salesmen’s names displayed, it gives 
the men more prestige. 

“In case of a turnover, the cus- 
tomer is seated in another section. 
No one yet has objected to the mov- 
ing. In case of a new customer, it 
is interesting to note how they first 
spot the name and then size up Mr. 
Florine, or whatever his name is, 
when he appears. During the rush 
period, it is much easier to keep tabs 
on the number of people a man is 
working with and shift the trade 
around accordingly. All in all, it is 
working out mighty fine.” 





‘or 





Ee introduce his new Fall models 
to the women of Boston, E. 
Richards, manager of The Arlace 


Boot. Shop, 160 Tremont Street, 
Boston, obtained permission from 
Dorothy Britton—recently adjudged 
as “Miss Universe,” “The Most 
Beautiful Girl in the World,” at the 
International Congress of Beauty 
Contests, Galveston, Tex., to display 
her photograph in the large window 
of this store. And, further to show 
her approval of this “selling stunt,” 
Miss Britton visited The Arlace 
Boot Shop at 5.10 p. m., on Monday, 


* 


How Geo. E. Hostler 
Cleans His Stock 


HE reputation of having one of 

the cleanest stocks of shoes in 
the State of New York is enjoyed by 
Geo. E. Hostler of Baldwinsville. In 
spite of close buying and intimate 
selling, for this is practically a one- 
man store, odds and ends are bound 
to accumulate. In view of this, it is 
remarkable that Mr. Hostler, who 
has been selling shoes at retail for 
more than fifty years, has no shoe in 
his stock over a year old. This is a 
real record for a small town mer- 
chant. 

To keep the stock in this highly 
desirable condition a sale is held 
once a year, the last two weeks in 
July. Banquet tables borrowed 
from the Odd Fellows are converted 


Aug. 29, and modeled several of the 
“smart” new numbers. Mr. Richards 
advertised Miss Britton’s appear- 
ance, in connection with his new Fall 
footwear, for two days in the lead- 
ing newspapers of this city. Among 
the new numbers featured were a 
novelty twin ring strap pump in 
tan kid with gold checkered trim; 
black suede with patent leather trim; 
brown suede, with reptile trim; gun 
metal calf with patent trim, and 
patent colt with mat kid trim. There 
were hand turned models, with junior 
Louis heel, also the new arch shoe. 


* 


into shoe bargain tables with each 
one having a distinct kind or priced 
array. 

“Don’t be afraid to cut the price 
in order to move the goods quickly 
and so clean house thoroughly,” is 
the advice of this keen old timer. 
“People know when a sale is a sale. 
To see them jammed in here doing 
their own selecting and trying on 
would convince any skeptic that re- 
sponse will come to a sale if the peo- 
ple are convinced it is genuine. What 
is left over is cleaned out to some 
job lot dealer from Syracuse, so 
August first sees me with 2. brand 
new stock. My customers know this, 
consequently I overcome the’ éffects 
of a big sale by showing new. mer- 
chandise. Not only that but I have 
money enough to pay for all my Fall 
shoes and rubbers when the bills are 
due.” 
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Dressing Up Salesroom Idea 
Adopted by Manufacturers 


The Modern Touch in Decoration Is Now Seen 
in Wholesale Establishments 














r EST the gentle reader decide from a quick glance at 
the pictures on this page that a new shoe “salon” has 
been opened in some city or other, we make haste to 

inform him that the photographs were made in the New 

York salesrooms of Laird, Schober & Company, the Philadel- 

phia manufacturers of women’s high grade shoes. 

The movement to dress up retail salesrooms in the manner 
of drawing rooms in our best homes has been under way 
















ter is a larger view, 
which shows some 
of the detail of the 
main showroom, 
while below is a 
view of the most 
interesting foyer 
to the offices and 
salesrooms. 


As in the home, the 
center of interest 1s 
the fire-place. The 
picture at the upper 
right shows a de- 
tailed view of the 
fire-place in the 
new Laird, Schober 
& “Company sales- 
roonis. In the cen- 
























for some time. The same idea applied to the “showroom” 
of the manufacturer is new, but it is based on the same 
fundamental theory as that of dressing up the retail sales 
room, that is, that beautiful shoes’ deserve a beautiful 
setting. 

Thus it is that we find these new salesrooms decorated 
in a most artistic and harmonious manner. The general 
color-scheme is green, a soft restful tone, that is-at.once 
pleasing and dignified. Furniture, lighting equipment and 
other necessary articles are in harmony. 

These new show rooms, located ‘in the new Delmonico 
Building, Fifth Avenue,’ New York, were opened only a 

‘ few months ago. The New York offices: of the concern 
formerly were located in the Aeolian Building, West Forty- 
_ second ‘Street. 
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te RETAIL SHOE SALESMAN 


LETS GET MORE SHOES SOLD RIGHT 
THROUGH LEARNING HOW TO DOIT! 
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ADVANCEMENT THROUGH ‘KNOW~HOW’ 


How to Handle Customers’ Complaints 


Edited by Helen M.Haney 


Salesmen Tell About Turning Many a “Crank” 


66 OW to Overcome the Un- 
H reasonable Customer’s De- 
mands?” brought to the 
Editor’s desk a large number of 
good answers. It has been difficult 
to decide which were the two best 
among sO many comprehensive re- 
plies. One strong thought domi- 
nates the majority of the papers and 
that is—‘‘Keep a record as to date 
of every pair sold.” Another is— 
“Sell the right shoe for the right oc- 
casion.” The first prize for the most 
fully stated and clearest solution as 
to how this vexing “bugaboo” may 
be banished from the shoe store is 
awarded to Samuel Cohen, manager 
and salesman of Store No. 17, 
Father & Son Stores, Inc., 238 Mar- 
ket Street, Philadelphia; the second 
prize is‘ awarded to R. T. Eades, 
salesman in the Denton Ross Todd 
Co. shoe department, Lexington, Ky. 
Mr. Cohen said, in part: 


Stamps Purchase Record on Shoe 


“In order to overcome unjust com- 
plaints and adjustments, I stamp 
each pair after the purchase is made 
on the inside lining of shoe. I can 
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This salesman_believes in mark-, 
iny the date:of every’ sile ?h the, 


> rage of eRe ee 





to a Tune of Store Profit 














There are various types of cus- 

tomer-complainants—the pompous 

person, the plain, stupid person 
and the cranks 


thus tell at a glance, should the 
customer return for adjustment, 
whether or not he has derived ser- 
vice from that particular shoe. Some 
stores keep a record on file in the 
office, with the name, address and 
the date purchased, or mark with ink 
inside the shoe; ofttimes the date be- 
comes besmirched or eradicated, 
therefore a stamped record is a 
better method of identification. A 
stamped record inside a shoe is much 
more of a help on a busy day and is 
more accessible than a record in the 
office. 


Adjust Complaints Tactfully 


“When listening to complaints, 
both. sides—that of the consumer 
and the merchant—must be taken 
into consideration. I always han- 
dle my customers with diplomacy. 
I do not believe in allowances, as 
they give the customer the impres- 
sion that a large profit was derived 
from a particular sale.-I some- 
times ask a few questions in a tact- 
ful manner and usually ascertain the 
real cause ‘of the complaint. I have 
found that many, customers exagger- 





ate; there are also exceptions to the 
general rule. 


Adjuster Must Know Shoes 


“Customers are often not aware 
of the fact that the observing mer- 
chant can tell whether or not they 
have placed their wet shoes near a 
stove or a radiator to dry, with the 
result that when these shoes were 
worn again, either the upper or the 
sole was likely to crack, due to the 
evaporation of oil. I have had men 
return with one sole through a shoe 
asking for an adjustment, but I soon 
found that they had autos and that 
the sole worn through was the one 
on the foot which they used to oper- 
ate the clutch, and have proved this 
case, as well as the case of the 
shoes that were spoiled because of 
the wet-dry process, to be the faults 
of the customers and not those of 
the merchant or the manufacturer. 


“We Stand by These Shoes” 


“The word ‘Guarantee’ is employed 
frequently in the shoe trade. I de- 
test that word. I use the following 
slogan, ‘We Stand by These Shoes.’ 
With this clause, in case a minor de- 
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Shoes are sometimes not bought 
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ed to claim a new pair. Every in- 
dividual wears shoes differently. 
Some are hard on shoes and others 
are light; you will find that most of 
the complaints come from the ‘heavy- 
weights.’ Boys’ shoes are often 
blamed unjustly by parents, who 
seem to be unaware that their ‘hope- 
fuls’ play football and other strenu- 
ous games in these same school shoes. 


“Don’t Throw Shoes Away” 


“If a merchant is too lenient in 
giving away new shoes, one customer 
will tell another and it will be the 
same story all over again. Many a 
time a manager is in an embarrass- 
ing predicament when the store is 
busy. When a salesman finds that 
he has an unreasonable customer 
clamoring for an adjustment, it is 
always best to ask the customer to 
wait or to call at another time; 
otherwise that customer will simply 
‘kill’ all the other sales by her unjust 
condemnation of the stock and the 
store. 


Explain the Whys and Wherefores 


“To show how unfair some cus- 
tomers are: Not long ago I had a 
man return a pair of vici kid shoes 
for which he paid $4. He had worn 
these shoes for 18 months, yet he 
wanted an adjustment. I explained 














Is it best to move a customer 
when the “turn-over” process is 
necessary? 


to him that these shoes had cost him 
less than one cent a day. 
Advise Shoes for the Occasion 
“Men will sometimes insist upon 
purchasing lightweights for heavy 
duty: for driving cars, and the like. 














fect occurs customers are not tempt- 
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Out in Ohio, there has been 
considerable discussion among 
retail shoe merchants as to how 
to most readily sell a prospective 
customer whom the first sales- 
man who tried to sell failed to 
interest to the purchase point. 
The majority opinion is that it is 
the very best plan TO MOVE 


As you know, if a salesman 
has the “upper hand” in trying 
to effect a sale, he is more likely 
to bring that sale to a successful 
completion. Moving the _ cus- 
tomer to a different location in 
the store, and to a different sales- 
man, is the first step in “disci- 
plining” the customer to do as 
the salesman asks. 

TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 





The December Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 
**Is It Best to Move a Customer, When the Turn- 
Over Process Is Necessary ?”’ 


“Is It Best to Move a Customer When the Turn-Over 
Process Is Necessary?”’ 





the “turned-over” customer to 
the salesman, rather than to pro- 
ceed in the usual way of moving 
the salesman to the customer. 
Harry L. Buck, retail shoe store 
proprietor of Dayton, suggests 
the above-mentioned question for 
discussion. Please write and tell 
us about your experiences and 
thoughts on: 


Poor composition and bad spell- 
ing are secondary considerations. 
Only men and women actually 
engaged in selling shoes at re- 
tail are eligible to enter this con- 
test. Winners will be announced 
in these columns January 21. 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN JANUARY 9. 








The retail shoe salesman should 
clearly explain to the customer that 
certain shoes are intended for cer- 
tain purposes and that one pair of 
shoes will not fill all of the daily re- 
quirements of the average man. 
Men customers should be taught that 
if they kept more than one pair of 
shoes in use all the time, each pair 
would wear much longer; that shoes 
need a rest, just as does the human 
body. 


Have a Minor Defects Fund 


“There are many other complaints 
that I might discuss and suggest 
remedies therefor, but may I stress 
the advice that every establishment 
have some one well versed in the 
supervision of complaints and ad- 
justments on shoes—someone who 
knows about shoes and shoemaking. 
The store might also set aside a 
fund out of profits for repairing 
minor defects; there should be a 
minimum to the amount to be spent 
from this fund. 


New Pair When Complaint Is Just 


“The best of shoes sometimes go 
wrong, and if you don’t give a new 
pair you sometimes lose a customer. 
It takes too long to build up a trade 


and no one wishes to lose a customer 
through arbitrary decisions. One 
has to make sacrifices sometimes, 
especially the small merchant and 
the chain store merchant. If a cus- 
tomer’s complaint is a just one, 
there should be no hesitancy on the 
part of the merchant to furnish a 
new pair. 


Issue List of “Don’ts” 


“I am in favor of package in- 
closure giving the customers a list 
of ‘Dont’s’ such as: 1. Don’t put your 
shoes near a hot radiator after they 































“On a busy day I suggest that 
the Complaining Customer call 
poe time” 
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have become rain-soaked; 2. Don’t 
forget to preserve the life and looks 
of your shoes with a good oil polish; 
8. Don’t forget to wear rubbers on 
rainy days and give your shoes and 
health, too, the right protection.” 


Record Purchase in Shoe Shank 


R. T. Eades, retail shoe salesman 
for Denton Ross Todd Co. of Lexing- 
ton, Ky., the second prize problem 
winner, suggests an effective remedy 
for the handling of the unreasonable 
customer in use in the store where 
he is employed, namely, the date of 
every sale is recorded in the shank 
of each shoe; an index card file rec- 
ord is kept of all complaints, with 
customer’s name and address and 
the facts of settlement. The first 
complaint, the salesmen of this store 
try to adjust to the satisfaction of 
the customer, regardless of its rea- 
sonableness, but on the second com- 
plaint it is explained to the customer 
just what it means to make the ad- 
justment, and by so doing easier 
settlements are effected and some 
very unreasonable customers are 
changed to pleased and profitable 
ones. 


Three Complaint Classifications 


Stanley Slanda, salesman at the 
G. R. Kinney Co., 815 Tremont Ave- 
nue, New York, says that the fac- 
tors to be considered in the adjust- 
ing of complaints, while making a 
thorough investigation of the case, 
are: Cause and type of complaint, 
defects, service, quality and period 
of wear. 


Ben Jacobson Convinces ’Em 


Ben Jacobson of East Orange, N. 
J., thinks that almost all of the really 
unreasonable customers are in hos- 
pitals for the mentally ill, but ad- 
mits that there are a few of the so- 
called cranks who should be easily 
recognized by the average salesman, 
who should convince them that it is 
the best policy to be reasonable. Mr. 
Jacobson says that there are several 
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FORMER SALESMAN SAVARD 
NOW MANAGER 








C. H. Savard 


Manager of the Regent Shoe 
Store of Shreveport 


SHREVEPORT, La.—C. H. Savard, 
formerly with Volk Bros. Co. for 
several years, and recently as- 
sistant to William Griffith of 
Neiman-Marcus, Dallas, was re- 
cently appointed manager of the 
Regent Store of the United Shoe 
Stores Co., Inc., of this city. The 
United Shoe Store Co. is owned 
and operated by the Katzenstein 
family, 35 years in Shreveport. 
Mr. Savard, who when retail 
shoe salesman was the winner of 
several merchandising problems 
appearing in “The Retail Shoe 
Salesmen’s Section” of THE RE- 
CORDER, writes: “I attribute much 
of my success to a constant study 
of THE BooT AND SHOE RECORDER. 
I can assure you that your trade 
paper is going to be my con- 
stant companion, as it has been 
in the past. I consider your ar- 
ticles to be of the greatest im- 
portance.” 








kinds of cranks who can be treated 
safely by the salesman, who first 
gives those cranks the benefit of all 
visible doubt but retains the right 
to make a profit on the sale. “Bus- 
ness would be monotonous,” says 
Mr. Jacobson, “if it were running 
only one way. The changing of an 
occasional crank into a_ profitable 
customer adds spice to business life. 
I have turned many cranks into 
profitable customers by ‘giving them 
some of their own medicine’—that 
is, treating them as they tried to 
treat me.” 


Don’t Fear Your Customers 


Leona M. Ashworth, foot expert at 
Jacob Bernheimer’s Shoe _ Store, 
Terre Haute, advises salespeople to 
gain the customer’s confidence and 
says that nine times out of ten a 
satisfactory adjustment can be thus 
made; she advises also that the sales- 
man eliminate fear in dealing with 
unjust complaints. 


Shoes Sell “On Their Merits” 


“We try to give every customer 
the benefit of the doubt,” writes 
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Victor J. Marks, salesman at the 
Marks Shoe Store, Danville, Pa. 
“The customer is told that every- 
thing here is sold on its merits,” was 
one of the highlights of the paper 
by J. H. Porter of Plant City, Fla. 


“Put Floaters in Every Package” 


Maurice M. Weiner, salesman at 
the Reliable Shoe Store, Reading, 
Pa., submits three good rules for 
the overcoming of the unreason- 
able customer’s demands. He ad- 
vocates “floaters” in every package 
giving a list of what he does not 
guarantee in the way of merchan- 
dise. 

Elmer A. Kuhlen, president of the 
Boston Retail Shoe Salesmen’s Asso- 
ciation and retail shoe salesman at 
the Walk-Over Shoe Store, Tremont 
Street, Boston, believes that with the 
proper arguments most cases of un- 
reasonable complaints can be settled 
agreeably. 


Misrepresentation Does Not Pay 


George N. Earle, retail shoe sales- 
man of Ann Arbor, Mich., says that 
if he had a store of his own he would 
not tolerate, and would discourage as 
much as possible nationally, misrep- 
resentation of merchandise and ad- 
vertised store policies, such as ‘‘Sat- 
isfaction guaranteed or your money 
back.” 


Guarantee Only Against Defects 


Patrick J. White, salesman at the 
Cantilever Shoe Shop, Atlantic City, 
N. J., divides his complaints into 
two groups, with the thought always 
in mind: “Certain demands can be 
taken care of in a proper manner 
and the very best results obtained in 
every case. 

H. O. Thompson, retail shoe sales- 
man at Morrow’s Retail Shoe Store, 
Colfax, Wis., says if it is a grossly 
unreasonable demand, he does not 
hesitate to tell the customer that the 
claim is wholly without foundation; 
if the claim is reasonable, he imme- 
diately allows it. 














“We stand by these shoes” 
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SUCCEED WITH ARCHLETS 


Decide today to line up with the 
host of successful dealers thruout 
the country who are using ARCH- 
LETS as a means of converting 
every stock pair of shoes into arch 
corrective shoes, thereby making 
two sales and still cutting their 
stock and overhead in half. 






















Write today for the liberal dealers proposition and description of the 
most successful foot-comfort appliance on the market. The size of 
shoe worn is all that is necessary for a perfect fit. 


The ANKLARCH CO. 


Incorporated 


and that 


TRADE MARK REG. 


are successful is demonstrated by the tremendous sales that 
they have enjoyed. This financial success, of course, is due 


directly to their being the most practical, efficient 
and economical appliance for correcting foot dis- 
orders, preventing serious arch troubles and the 
relief of tired, aching feet ever per- 
fected, and they retail for only 


$2. pai 


LEXINGTON, KY. 


Nothing succeeds like success—says the old saw, 





126 South Limestone St. 
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Rhinestone Vamp Ornaments 


Metal Buckles 


Bradlee 


co Ts 


i 











that will take the place of gold trimming which 
is going to be very popular for the next coming 


We Manufacture a Complete Line of: 


Rhinestone Colonial Buckles ............. $6.00 to $30.00 doz. prs. 


qt oeegesgqens $2.50 to $10.50 doz. prs. 
Rhinestone Strap Ornaments ............. $4.50 to $ 9.00 doz. prs. 


eT ee Pee $3.60 to $ 4.80 doz. prs. 


Spat orders are still coming heavy. 


Spats NE NE BI i oiaesikce see secivene $11.00 doz. prs. 
Me CD UE nv ccovccenscoseces $15.00 doz. prs. 
Box Cloth Style 115.............. $32.00 doz. 


We do not ship single pair lots in spats. 


Manolis Manufacturing Company 
4248 No. Crawford Ave., Chicago, Illinois 
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ToT owes 
: 3d eS 
' Get Ready f or the M* boudoirs look good to 

Ide the trade from the stand- 
Go ws Days point of turnover as well as 
w eiehitiaithins: ams style, materials and workman- 
e are introducin r 4 
new Rhinestone Instep’ Strap, ship. F actory a show 
which does not require any sales this year which are very 
eae or aoy ex pa flattering. Write for 
ae a ee samples and prices. At 
Rhinestone Instep Strap is - : : 
made with Non-tarnishable Ee once deliveries in 36 
Britiania Metal, with IN pair cases. Black Kid, 
page og leather or rubber heels, 
— E < 
to ‘ihstrated shove, STOCK Colored Kid leather 
15.00 737 prs. none heels only. 
» t air Cases aes 
of. rhinestones ° $18.00 Deliveries At Once 
loz. prs. 
A. W. GREELEY 
Our Instep Strap is made with white rhine- AS 12 Duncan Street = Haverhill, Mass. we 
stones of a combination of Topaz rhinestones xe 4 yk 
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We Have for You— 
Two New Spring, 1928, Color Cards* 


Larest (o1ors In Gace Kio 


New Casrie Leaner @.Ine.N-Y 








pring 1928 Colors 


PLEASE NOTE 
Our PHANTASIE 
PRINT LINE (Sec 
B Nos. 1 t 7) 
and especially our 
RAINAOYW LINE 
(Sec. ¢ No. 1) we 
velieve will be ir 
moderate (0 stror 
Semon’ 4 


VEW CASTLE GLACE KID 
Lavlest of Leathers “a 


Which Include These Colors 








No. 650—Meerschaum (white jade) 
No. 618—Biscuit (Honey Beige) 
No. 901—French Beige 

No. 900—Our Rose Blush 

No. 625—Our Pastel Parchment 
No. 17—Shell Grey 

No. 74—Plaza Grey 

No. 3—Stroller Tan 

No. 172—-Marron 





*And If You Have Not Yet Received Yours Won’t 
You Write—Room 1702—100 Gold St.—N. Y. C.? 
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Smart Footwear in Any Weather 


... that’s what your customers demand 


No matter how exacting your trade may be you will find just 
what they need in Gaytees, the new tailored over- 
shoe, or in other items in the “U. S.’- Line. 
Always buy “U.S.” Rubber Footwear. 

Made by 


United States @ Rubber Company 


Manufacturers of 


SNUG-LERS * SPRING-STEP HEELS ° USKIDE SOLES 
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Country-Wide Storms Create 
_Gaiter Rush 






One Pair of Galoshes Sold Before Christmas 
Worth Two Pairs, Afterward 


CC eves. win is only one week 
away, with galoshes universal 
sellers! All during the past 
six weeks a loud demand for over- 
shoes has resounded from the At- 
lantic to the Pacific Coast. For in- 
stance, the rainy season in Northern 
California commenced about Nov. 1, 
with twice its normal precipitation 
—and everybody asking for over- 
shoes. Rubbers of all types were also 
wanted, and retail shoe merchants 
began to reorder. On Nov. 6, West- 
ern New York was visited by snow 
storms—folks inspected their old 
stock of overshoes and rubber boots 
and bought new pairs. New England 
registered blinding snowstorms, with 
wind from the northeast, as early as 
Nov. 9. Boston and suburbs joined 
the galosh buying contingent of the 
nation in earnest on Dec. 5, when a 
fall snowfall of from 1.30 inch for 
the city proper to from 4 to 10 
inches for inland Massachusetts was 
recorded. A few days later, Boston 
was visited by a drenching rain. 
Chicago, as well as other sections in 
Illinois and the Northwest, have 
been hit by snow and sleet storms 
in earnest. The folks of North Caro- 
lina joined the overshoe wearing 
crowd about Dec. 1, rough weather 
striking the western part of that 
State with about four inches of 
rain. People rushed on the shoe 
stores for overshoes, and retail shoe 
merchants found that they were 
short of stock. 


HE buyer for a group of chain 

stores in North Carolina and Vir- 
ginia made a quick trip to the New 
England market last week to re- 
plenish his rubber shoe _ supplies, 
and, on account of making advance 
arrangements to purchase canvas 
shoes, was fortunate enough to se- 
cure 2000 pairs of galoshes. Mean- 
while, store managers and retail 
shoe salesmen have been working 
overtime to make up wanted sizes 
and wanted style orders on over- 
shoes for the whole family, only to 
find, many times, that their jobbers 
could not supply them. Rubber foot- 
wear factories are operating at ca- 





pacity on orders for galoshes and 
reports from salesmen and whole- 
salers everywhere indicate a big de- 
mand for rubber shoes all through 
the winter of 1927-1928 and early 
spring. 


ND so, the old story was again 
repeated—unexpected storms, a 
big rubber shoe demand, and inade- 








This high-topped galosh was noted 


recently in a few of the exclusive 
shoe shops of a big city. Its upper 
is in gray “geometrically designed” 
waterproof cloth, moleskin trimmed. 
It is fastened by five tiny buttons 
and gray silk elastic flaps, into 


which buttonholes have been worked. 
It is lined with soft, autumn-brown 
felt 





quate stocks. The retail shoe mer- 
chants who had heretofore not been 
able to sell seasonable goods enjoyed 
the “flurries” immensely; they 
cleaned up well on all old merchan- 
dise and many new goods, besides 
the public was once more in a rub- 
ber footwear purchasing frame of 
mind. Merchants are also well 
aware of the fact that every pair of 
galoshes sold before Christmas is 
practically worth two pairs sold 
after the Great Holiday. Generally 
speaking, the country over, those 





merchants who supplied themselves 
well in advance on gaiters have been 
congratulating themselves during 
the past few weeks. Notwithstanding 
the comments here and there—‘We 
are going to have an open winter’— 
the weather “clerk” has been busily 
at work recording “uniform means.” 
For it has been proved by scientists 
that temperatures and precipitation 
vary as do the tides, all operating 
within a clearly defined range, 
yearly fluctuations counterbalancing 
each other. Therefore, each six 
months, from November until May, 
in every section where galoshes have 
in past years sold in large numbers, 
and in many new places where un- 
anticipated precipitation has _ oc- 
curred this year, it is the best plan, 
admit all, to carry a liberal supply 
of the various types of rubber foot- 
wear protection. 


NLY a few days are left before 

Christmas gift merchandise 
selling will be practically over until 
another year. If you have not yet 
included overshoes in your windows, 
plainly marked as desirable “Yule- 
tide” gifts, may we suggest that it 
will surely pay you to do so now. 
Galoshes lend themselves admirably 
to a “snowstorm” scene, easily ef- 
fected by mica-besprinkled cotton 
wool, and to the Christmas tree trim. 
Some merchants have been using a 
cut of a Christmas tree in their 
newspaper ads in connection with 
their “Overshoes as Christmas 
Presents” advertising. The con- 
sumer will regard rubber foot- 
wear in all of its many styles and 
utility uses as important as the re- 
tail shoe merchant “plays it up.” 
Prices and decorative signs crying 
cheerily, “Merry Christmas—and 
Give Rubber Footwear as Christmas 
Gifts!” are necessary. 


HILDREN’S rubber boots make 

a strong appeal at this season of 
the year. Several pairs of children’s 
rubber boots, in varying heights, 
might be grouped together in a win- 
dow as a Christmas gift suggestion, 
with an attractively worded card. 
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American Hide & Leather Company 


ER ; Cyr? 


SPECIAL 


WILLOW CALF 
For Women’s Stylish Shoes 





No. 265 White Jade STANDS OUT 
No. 266 Honey Beige ' . 

No. 267 Plaza Grey in Color--Kiddy Character 
No. 268 Rose Blush --Calf Stability 

No. 269 Marron Glace 
No. 270 Stroller Tan All around Excellence 

No. 271 Rose Tone of Quality with Quantity Output. 











American Hide & Leather Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., Ltd., Northampton and Leicester, England, and Paris, France 
CALF AND SIDE UPPER LEATHER TANNERIES 


Lowell Chicago Sheboygan Balston Spa 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 


Curwensville 
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Who’s Who on the Road 


President Morrill’s “Merry Christmas” Message Stresses Progress 
Through Allied Trades’ Cooperation 


Times are improving for those who 
are improving their time. 
—Nettleton Association News. 





RESIDENT 

SAM SOLO- 
MON of the Chi- 
cago Shoe Travel- 
ers’ Association 
announced at the 
recently held Sat- 
urday luncheon of 
this organization 
that he was about 
to present two dis- 
tinguished guests, 
namely, Arthur C. 
Earle, with Laird, 
Schober & Co. and 
H. F. Malloy of 
The Shoe Retailer. “Daddy Earle” 
“got a great hand” and proceeded 
to tell the “boys” a lot of help- 
ful things in shoe selling, particu- 
larly as they apply to the coming sea- 
son. Mr. Earle has just completed his 
forty-seventh consecutive year with his 
house without missing a trip and is the 
type of representative lending dignity 
to the craft. Mr. Malloy divided his 
remarks between complimenting Ned 
Ray, now associate editor of THE Boor 
AND SHOE RECORDER, and discussion of 
the advance in prices of shoes and 
leather. 





Arthur C. Earle 





UE to the 

steady sales 
increase of Con- 
stant Comfort 
and Constant 
Style shoes in 
California and 
the increased 
number of styles, 
particularly in 
the Constant 
Style line, Ault- 
Williamson Shoe 
Co. of Auburn, 
Me., has revised 
their selling ter- 
ritories in that State. The territory 
has been divided into three divisions in- 
stead of two, as formerly, and a new 
salesman, Arden Richard Matthews of 
Los Angeles, has been added to the 
staff. He is a son of “Jim” Matthews, 
well known veteran California shoe 
salesman, and is said to be “a chip off 
the old block.” Mr. Matthews will rep- 
resent Ault-Williamson in southern 
California, except Los Angeles and 
suburbs. For three years he has rep- 
resented Johnson Baillie Shoe Co. in 
southern California, and is well known 
by the trade. He has spent consider- 
able time at the St. Louis office of Ault- 
Williamson Shoe Co. and is familiar 
with the firm’s policies. 





Arden R. Matthews 


By HELEN M. HANEY 


HE Wisconsin Shoe Travelers’ As- 

sociation nominated the following 
officers, to be voted upon at their meet- 
ing today, which was scheduled to take 
place at the new Shoe and Leather Club 
rooms of the Plankinton Hotel; L. L. 
Imig and John Kowalsky, Milwaukee, 
for president; H. W. Plos, Madison, 
and George Maass, Plymouth, for vice- 
president. Chris Johnson was nomi- 
nated to serve as secretary and treas- 
urer. Ata recent meeting Ben L. Har- 


DODO DO FO FO FO FO FO FO FO. 
CHRISTMAS GREETINGS! 





Charles WF. 

President of the Na 

tional Shoe Travelers’ 
Association. 


To the N. S. T. A. Family and 
All of the Other Members of the 
Allied Trades—Merry Christmas! 


Morrill, 


; 
4 
3 
4 
; 
1 
4 
; 
4 


year of 1927, I cannot but recall 
the many very happy accom- 
plishments which the N. S. T. A., 
N. S. A. and the other mem- 
bers of the allied industry have 
together achieved for the greater 
good of the entire industry. As 5 
president of the National Shoe 
Travelers Association, I am most 
grateful for the splendid support 
which has been so liberally given 
to our fraternity by tanner, 5 
manufacturer, wholesaler, retail 
shoe merchant and retail shoe x 
salesman. We have shown that 
we are indeed united as one big 5 
family, with high ideals, and 
closer co-ordination of effort for 5 
the advancement and prestige of 
the trade—fraternally, 5 
sionally and ethically. 5 
We certainly have everything 
to be grateful for at this time of 5 
the glad season of the year, when 
everyone is wishing his brother 5 
“Merry Christmas.” And so I 
wish you, each and every one, 
“A Truly Merry Christmas. and 
a Happy and Prosperous New 


Year!” 2 
DEDEDE DE DEDEDE DE DE SE DE 


profes- 


k In looking back over the past 
‘ 
kK 
k 
| 
: 


vey, known as “The Smiling Sales- 
man,” was awarded an eight-pound tur- 
key. The turkey was donated by Lewis 
Harris. 





RED SN Y- 

DER, _travel- 
ing in the North- 
west for Ault- 
Williamson since 
1922, is now rep- 
resenting the 
Capitol Shoe 
Makers, Inc., of 
St. Louis, in the 
Northwest, and 
will cover Wis- 
consin, exclusive 
of Milwau _ 
Minnesota, the 
Dakotas, Mon- Wes Gage 
tana and Wyoming. This popular 
“hard hitting” shoe man is assured a 
hearty welcome in his new connection. 








OHN E. HOWLETT, long associated 

with Rice & Hutchins, Inc., has recent- 
ly joined the salesforce of Craig, Reed 
& Emerson, Inc., Brockton, Mass., and 
will cover his old territory—the Mid- 
dle West—for his new connection. 





ACK GAL- 
WAY, New 
York City repre- 
sentative for C. P. 
Ford & Co., Inc., 


Rochester, has 
been rolling up 
some good rec- 


ords during the 
past year. It was 
recently an- 
nounced by his 
house that Jack’s 
sales to the retail 
shoe trade from 
Jan. 1 to Dec. 31 





Jack Calway 
of this year would reach at least $1,- 


200,000. Jack is a good and earnest 
worker. He has been selling shoes on 
the road for the past twelve years for 
C. P. Ford & Go., Inc. Some 25 years 
ago he commenced his connection with 
the industry as a retail salesman in the 
old store of S. B. Thing & Co., Roches- 
ter; he then worked in the Wm. East- 
wood & Co. store for about a dozen 
years. It was while he was at East- 
wood’s that he became acquainted with 
the shoes he now sells on the road, ap- 
plied for a position as shoe traveler 
representative for C. P. Ford & Co. and 
was appointed as a member of their 
selling force. Sales Manager Wheeler 
D. Allen paid Jack a high compliment 
in announcing his splendid selling ac- 
complishments of the past year. 
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Merchants’ “BANDITS” 
Taking the Country by Storm! 


FOR 
IMMEDIATE 
DELIVERY! 






Patent, with Red Kid Cuff and Trim. 


Patent, with Parchment Checker Cuff and Patent, with Red Kid Cuff. 
Trim. Spike and Cuban Heels 


Spike and Cuban Heels 


Patent, with Parchment Checker Cuff. 
$4.60 


Patent, with Gold Leaf Cuff. 


Bandits are packed in 18 pair Gaban heels only 





1 Spa eese es 8 The Boot is all kid lined. 
Cases — B wide. 
3% 4-5 -6- 7 $5. 50 


To facilitate handling and prompt ship- 
ment, we must insist on no less than 18 
pair orders. 


Bandits are the greatest “eye catchers” in years—in the 
window, or on the feet. They sound the newest novelty 
note—now ringing clear across the country. 


Here are the stimulators you’ve been looking for—Get your 
order in!—by wire! 
Yours truly, 


Geo. M. Rosen, Gen’! Mgr. 





_ SHOE CO. 


BOSTON » 





57 Lincoln St. Boston, Mass. 
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RALPH A. STUDLEY has joined 
the salesforce of Craig, Reed & 


Emerson, Inc., Brockton, Mass. Mr. 


Studley formerly had charge of Rice & 
Hutchins, Inc., New York City trade. 
William McLaren, for 22 years repre- 
senting Rice & Hutchins on the Pacific 
Coast, will be in charge respectively of 
these territories for Craig, Reed .& 
Emerson. 





= ‘Ts Chicago 
et Shoe Travelers’ 
Association held a 
luncheon at the 
Hotel La Salle on 
a recent Saturday, 
declared them- 
selves as “sewed- 
up-tight” so far as 
casting their bal- 
lots for Dave Davis 
as national treas- 
urer at the coming 
Jan. 7-9 N. S. T. 
A. convention, and 
nominted the fol- 
lowing candidates for the near-at-hand 
annual election of the local body. For 
president, Sam Solomon and Dave 
Marks; vice-presdent, Harry I. Strand- 
hagen and Charles W. Evans; secre- 
tary-treasurer, Charles Heilbrun; board 
of governors, E. F. Mahaney, Tom Col- 
lins, Ralph Wolpe, John Schiller, Ed 
Hessler and Tom Knox. Delegates 
from the local association to the forth- 
coming convention of the “National” 
were also appointed. These represen- 
tatives are uninstructed so far as the 
national presidency is concerned. 


FOLLOWING a protracted hospital 
experience, resulting from a broken 
knee cap, L. G. Ahrens, who represents 
the Julian & Kokenge Co. in the Pacific 
Northwest, has recovered sufficiently to 
take the road with his new samples. 
With the delayed start he announces to 
his friends that he will cover the terri- 
tory embracing Omaha, Portland, Seat- 
tle and Victoria during December and 
make the remainder of the territory fol- 
lowing his attendance in Chicago at the 
N. S. R. A. convention and style show. 





Dave Davis 








D. MORSE is the third Ault-Wil- 

¢ liamson Shoe Co.’s representative 
in California. This State has been di- 
vided into three selling territories in- 
stead of two as formerly, on account 
of the rapidly developing trade on Con- 
stant Comfort and Constant Style Foot- 
wear in this big Pacific Coast State. 


TANLEY B. SCHWARTZ has re- 

recently joined the salesforce of 
Craig, Reed & Emerson, Inc., Brockton, 
Mass. Mr. Schwartz for 12 years trav- 
eled from the Rockland, Mass., factory 
of Rice & Hutchins, Inc., covering 
larger cities from Washington, D. C., 
north, and Detroit, east, with that con- 
cern’s line of men’s shoes. In his new 
affiliation he will call on the same trade. 


pe BANE LAW, one of the highest 
grade and best known shoe travel- 
ers in New York and Pennsylvania ter- 
ritory, and whom we reported, in our 
issue of Nov. 19 as very ill, passed 
away on that very day at his home in 
Schuylerville, N. Y. Mr. Law gave up 
his road duties last August and suf- 
fered intensely with a very serious ail- 
ment for many weeks. He had traveled 
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at one time for the former firm of 
Thayer, Maguire & Field. His last 
representation was the house of F. E. 
Adams of Newburyport, Mass. Mr. 
Law leaves a wife and son. 





A bbtri0ns to the selling force of 
Craig, Reed & Emerson, Inc., with 
factory at Brockton, Mass., include: 
Stanley B. Schwartz, Ralph A. Studley 
and William McLaren. The added 
business which it is estimated these 
traveling men will supply to the Craig, 
Reed & Emerson factory will bring the 
daily production to 1000 or more pairs, 
increase the yearly output of men’s 
shoes by 125,000 pairs, and add $125,- 
000 to the factory’s annual payroll. 
R. E. Whiting will have charge of the 
factory detail for this concern. Mr. 
Whiting was for many years prior to 
making this connection associated with 
Rice & Hutchins, Inc. The foregoing 
is welcome news to Brockton, indicat- 
ing as it does a step forward in pro- 
duction and prosperity by an already 
well established and successful concern. 





HE Rochester Association of Trav- 

eling Shoe Salesmen held a well at- 
tended meeting on a recent Saturday 
afternoon and discussed plans for the 
annual election. R. L. Seward of THE 
Boor AND SHOE RecorRDeR and Harry A. 
Chase of The Shoe Retailer, honorary 
members, were named as delegates to 
the N. S. T. A. Chicago convention. 
Rochester is entitled to nine delegates 
and its quota of delegates will be ap- 
pointed in due course. The formation 
of a “Greater Organization” to promote 





FOR A STRONG FINISH 


(By Hugh M. Crull, General Sales 
Manager, in “The Mayer Merchan- 
diser’’) 


The peaks and the valleys of 
business depression are ironed 
out by salesmen with reserve 
power. 


Some salesmen make a good start 
at the beginning of the season, but 
as the weeks pass by, their sales de- 
crease. In other words they show 
gains perhaps the first three to five 
weeks, then lay back on their oars 
and let these gains get away from 
them. 

I met a man this week, who was 
considered a salesman, in fact repre- 
sented a manufacturer on the road. 
I asked him how his business was 
holding up. He says, “There isn’t 
any. I have . for the balance of 
the season. No use going out now, 
merchants don’t want to see you for 
a month yet.” 

Perhaps he was right—merchants 
are not ready in their own mind to 
buy right now, but the question is 
this—How are you, he, or any other 
salesman going to get around to see 
each and every one of your customers 
just when they are in the frame of 
mind to buy? It can’t be done and 
it isn’t in the cards. 

The above mentioned man would 
have a mighty hard time locating 
a position with a progressive house. 
Today is a day of wide awake sales- 
men—men who go out after the 
orders and not wait until conditions 
are right. We know here at head- 
quarters orders are hard to get, but 
we as well as other manufacturers 
must have orders—we have a sales 
force that we feel are the best travel- 
ing out of Milwaukee, men who can 
produce orders under adverse condi- 
tions — we are confident that each 
one of our salesmen is going to 
throw his very best efforts into the 
hard fight for orders the balance of 
this month. 
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Rochester as a shoe center, and also for 
social purposes, was discussed. A com- 
mittee consisting of Edward C. Gor- 
don, Merleau C. Smith and Thomas 
Dorrity, was named to submit plans 
for the proposed new organization, to 
be called The Rochester Shoe and 
Leather Association, of which the pres- 
ent association of salesmen, superin- 
tendents and foremen and retail shoe 
merchants would be the nucleus. Sec- 
retary Rowley stressed the importance 
of boosting Rochester as a center for 
fine shoes for women, misses’, children 
and infants. 





HE Ohio Shoe Travelers’ Associa- 

tion at a special meeting held Dec. 
3 named J. J. Kaltenbrun, who repre- 
sents the Crawford line in Indiana and 
Ohio, as a delegate from the associa- 
tion to the convention of the National 
Shoe Travelers’ Association to be held 
in Chicago Jan. 7-9. Mr. Kaltenbrun 
has been a delegate from the Ohio as- 
sociation for the past 12 years.—UTPS 





ALPH B. HASTY has recently 

joined the salesforce of the Dalton 
Shoe Co. and will cover the large cities 
of the West. Mr. Hasty has for many 
years been connected with the Lewis A. 
Crossett Co. as buyer of supplies, and 
up to the time of making his present 
connection, a member of the sales de- 
partment. 





T. BRADLEY, who has repre- 
@ sented the Interstate Shoe Co. 
for several years, made his initial trip 
to New York and some of the large 
Eastern cities this week. He will be 
assigned several of the large accounts 
in Eastern territory, and with the valu- 
able experience he has gained in the 
Interstate organization through factory 
work and as assistant sales manager, 
he should be well equipped to make a 
fine record for himself and for his 
house. 





A. GILBERT, with Gorman, Tarr 

¢ & Waterhouse, Lynn, Mass., has 

received some very nifty advance spring 

numbers and anticipates a good early 
spring buying. 





T can be said 

that the serious 
looking young man 
whose picture ap- 
pears at left was 
virtually born in a 
shoe store. His dad 
was in the shoe 
business for 58 
years. Eddie Krug 
is “lighting up” 
western New York 
and northwestern 
Pennsylvania with 
Beacon shoes for 
the F. M. Hoyt 
Shoe Co. He started with Wm. H. 
Walker & Co. of Buffalo in 1902, and 
was with them for years. In 1921 he 
felt the urge of the pioneer and left 
for Florida. “The big wind” did not 
frighten him, but when he returned up 
north this summer the call of his first 
love, the shoe business, was’ more than 
he could resist, so he connected with 
Beacon Shoes. If the way the orders 
are rolling in can be used as a criterion, 
his friends were “sure glad” to see him 
and welcome him back. 





Eddie Krug 
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Extra Turnover and Greater 
Profits will be yours by 
making liberal use of the 


SHERWOOD 
STOCK DEPARTMENT 


Style is Sherwood’s! 
Quality is Sherwood’s! 
S3 


AuUTy AR Fitting is Sherwood’s! 





“PERLE”—Pump 
B4011—Patent Leather .....$4.60 
—— Toe, 2003 Last, 20/8 Spike 

eel. 





“FOOT DARLING” — 
Tanaura Tie 
B4009—Oxide Black Kid....$4.50 
Medium Toe, 1401 Last, 14/8 Leather 

Cuban Heel. 

B4008—Black Patent ...... $4.50 

| eg including 14/8 Leather Cuban 
eel. 





“BARRETT”—One Strap 
B4001—Black Patent ...... $4.60 
Round Toe, 14038 Last, 14/8 W 


Cuban Heel. 
D—3%-8 E—4-8 





fHE SIZES AND WIDTHS 


GEE cscsacsesus aeneeaee 5 to8 
Pe tcsutourdsimrsewee 4% to 8 
M saecesaes errr S ee 
Dcimecvaied ee Te 
© escessennd is ae ea harceesa 3 tos 














“BESSIE”—Gore Step-in 
B4003—Black Patent 
With Ornament ..... 5.00 
Round Toe, 1403 Last, 14/8 W 
Cuban Heel. 









San. GIO TT 12 
Hotel Stevens ~ CHICAGO 


THE WORLD'S 
LARGEST 
HOTEL 










“BARRETT’’—One Strap 
B4007—Black Satin ........ $4.60 
Round Toe, 1403 Last, 
Cuban Heel. 


Terms—Net 30 days. 
Twenty-five cents additional for orders 
less than 3 prs. 


Rochester, N. Y. 


PHILADELPHIA, PA. 
W. F. Schoell, 119 So. 4th Street 
LOS ANGELES 
G. C. McAtee, 811 Lankershim Hotel 
SAN FRANCISCO 
8S. Rosenburg, Hotel Normandie 


NEW YORK OITy. ; 
R. F. Schneider, 907 Marbridge Bldg. 


SES: 
FP. 3/"Le Pine’ 2618" Republic Bldg. 





SHERWOOD SHOE CO., Inc. 


SHERWOOD SHOES--IN STOCK TODAY! 





“PERLE”’—Pump 








B4012—Black Satin ....... $4.60 
Round Toe, 2003 Last, 20/8 Spike 


Heel. 





“BARRETT’’—One Strap 
B4005—Black Patent ...... $4.75 
Medium Toe; 1701 Last, 17/8 Spike 
Heel. 





DR. DARLING “MAYBEL” 
B4010—Lustrous Black Kid. .85.00 
D—3-8 y , 


T—3 4 - 





“BARRETT”—One Strap 


B4000—Black Patent ...... $4.60 
Medium Toe, 1401 Last, 14/8 Wood 
Cuban Heel. 

D—3%-8. 


DENVER, COLA. 
W. B. McNutt, 218 Charles Bldg. 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 








pr are. 
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Past Presidents to Conduct One 
Session at Ohio Convention 


Dozen Former Heads of As- 
sociation to Recall Old 


Time Incidents 


COLUMBUS, OHIO (UTPS)—Executive 
Secretary C. E. Dittmer, of the Ohio 
Valley Retail Shoe Dealers Association, 
has planned a big feature for the an- 
nual convention of that association, to 
be held at the Deshler-Wallick Hotel, 
Columbus, Feb. 13, 14 and 15. 

In addition to the features already 
announced, Mr. Dittmer, working in 
conjunction with J. J. Henry, Hunting- 
ton, W. Va., president of the associa- 
tion, has planned for the final session 
to be conducted by former presidents 
of the association. Thcre are approxi- 
mately a dozen of the past presidents 
living and all of them are still in the 
retail shoe business. 
session devoted to retrospection, intro- 
spection and inspection of the retail 
shoe business will undoubtedly be prof- 
itable. This session will be given over 
to recalling old-time incidents, to look- 
ing into the business at present, and to 
looking forward. The object is to find 
out what is in store for the retail shoe 
dealer in the future. 

Those who have signified their inten- 
tion of attending the convention and 
participating in this session are: Aus- 
tin Hermann, Chillicothe; H. C. Mc- 
Laughlin, Cincinnati; C. K. Chisholm, 
Cleveland; John J. Baird, Columbus; 
Seaton Alexander, Wheeling, W. Va.; 
C. B. Klingensmith, Youngstown; Paul 
Crawford, Lima; Charles Seidenfeld, 
Murray City; P. J. Myer, Dayton, and 
the present incumbent, J. J. Henry, 
Huntington, W. Va. 





Patent and Suede 


CLEVELAND, OHIO ((UTPS)—Fred 
C. Rush, manager of the Chisholm 
105th Street store, reports consistent 
sales in patent leather with black 
suedes in popular demand. Brown 
suedes have been moving fairly well, 
while gunmetal patent has found some 
play during the past few months. 
Extra sales have been noticeable in 
slightly wider toes while general pat- 
terns find a strong resemblance to 
those of last spring. 

Mr. Rush believes that brown will 
continue as a fairly good number 
throughout the winter, and those who 
have stocked their shelves will find 
ample time to unload them. Heels, 
which found a drop in the fall, he 
thinks, will be higher in the spring 
again. 








Three New Dayton Stores 


DayToN, OHI0—In spite of the fact 
that most merchants admit only a fair 
business the past month, three new 
shoe stores opened here within the past 
week. Spraley’s Footwear Shop, fea- 
turing Red Cross shoes, in the Fourth 
Street Arcade; Roderer’s Brownbuilt 
store way out North Main Street, and 
the Traveler at 7 South Main Street, 


| being the ones. The latter store is tne 


| State. 


fourth of its chain to open in the 
It being the Traveler Company 


| present program to rapidly expand all 


through Ohio. P. J. Meyer is adver- 
tising a closing out sale at his Third 
Street store. It is understood that a 


| new Petot store is to occupy this room 


Consequently a | 








early in February. 


Clerks Wear Tans 


CLEVELAND, OHIO (UTPS)—Will C. 
Englander, Cleveland shoe merchant 


and haberdasher, insists on his clerks | 


wearing tan shoes as a stimulation to 
heavier business in this line. Many 
times the prospective customer enters 
in an uneducated frame of mind, says 
Mr. Englander, and at such times the 
sight of tans on the salesman’s feet 
will swing sales in that direction. By 
pushing tans, he realizes greater bene- 
fits and the purchaser usually buys a 
pair of blacks also. Thus two pairs of 
shoes are sold in the place of one. 
Customers who buy black often use 
them for both day and night wear. 
According to Mr. Englander, blacks 
receive about 75 per cent of the turn- 
over in men’s shoes while tans receive 
25 per cent. This would run about 
90 per cent to 10 per cent, he believes, 


if his salesmen did not push tan sales | 


through their own example. 

Mr. Englander finds a heavier call 
for more pointed shoes with fancy wing 
tips and perforations in popular de- 
mand. 


Norman Davis Resigns 


BALTIMORE, Mp. (UTPS)—Norman 


Davis, buyer of footwear for Brager | 


of Baltimore, now the Brager Com- 
pany, Eutaw, Saratoga and Clay 
Streets; has'resigned his position. Mr. 
Davis was well known in local retail 
shoe circles. He had been identified 
with the retail shoe field for a number 
of years. He was for a time assistant 
buyer of Eisenberg’s footwear depart- 
ment. 


| Milwaukee Retailers 
Honor “‘Al’’ Klein 


MILWAUKEE, Wis.—The regular De- 
cember meeting of the Milwaukee Shoe 
| Retailers Association was held in the 
|/new quarters of the Association of 
| Commerce at 208 Second Street on the 
evening of Dec. 8. In the absence of 
President Charles Collar, Vice-Presi- 
dent Le May presided. 

The discussion of routine business 
occupied much of the evening. The 
association went on record as opposed 
to the practice of shoe factories retail- 
ing shoes and took steps toward keep- 
ing clean the advertising practices of 
retail shoe stores in and around Mil- 
waukee, 

On the motion of Otto Hensel, the 
members rose to their feet in ex- 
pressing the association’s appreciation 
for the untiring, high-character work 
done for the association by A. C. Klein, 
former chairman of the publicity com- 
| mittee. Mr. Klein responded feelingly, 
stating that while his present residence 
in Chicago made it impossible for him 
to work with the organization as closely 
as in the past, that his services are 
ever at the call of the membership, 
either collectively or individually. 

James W. Muckle, president of the 
Wisconsin State Association, announced 
| that a meeting of the directors of the 





| State association will be held at the 
Plankinton Hotel, Milwaukee, on Jan. 
|8, just preceding the opening of the 
“National” the day following in Chi- 
cago. 

The association appointed a nominat- 
ing committee to take the preliminary 
steps preceding the annual election. 


| New Shop for Stetson 


New York, N. Y.—The eighth shop 
|in the Stetson chain and the fifth in 
New York City will be opened on Dec. 
21 at 458 Madison Avenue. Unlike 
most of the other Stetson shops, this 
| one will be devoted exclusively to men’s 
|shoes. Fittings in keeping with the 
|}exclusive nature of the district are 
being installed. The store will be under 
the management of P. Inserra, who 1s 
now assistant manager at the Stetson 
| Forty-second Street store, which re- 
cently was moved to the Salmon Tower 
Building. 








New Palm Beach Shop 


Patm BeacH, Fia. (UTPS)—For- 
mal opening of Palm Beach’s newest 
boot shop took place on Dec. 10. The 
new store, known as Wright’s Boot 
Shop, is located at 231 Main Street 
}and is displaying a comprehensive 
| array of the newest styles, shades and 
|leathers in women’s and men’s foot- 
| wear for Palm Beach wear. 
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In-Stock Satin, Suede and Silver Slippers for Evening Wear 
Menihan Supplies the Favorite Modes 


SPECIAL PROCESS 


All ZN 
he 
“CLARE” “ALFA” 


“CLARE” Cuban gné Soanteh Newest Cuban and 19/8 Spike 


Heels 
B eka pes $5.00 ee | 7 > } "94.25 ot 
- rown e. r . 
B-265—Black Suede. . 5.00 =) . B-249—Biown Suede 
B-573—Black Satin... 4.25 B-232—Patent (15/8 Materials (Cuban Heel)..$5 
B-572—Patent Leather 4.25 Cuban) -25 " witch Geibie 


B-224—White Satin.. 4.75 B-226—White Satin (Caban Heel)... 5.00 


wey Velvet. 4.25 
. (15/8 ane. 4.75 
and “eee B-773—Patent (Spike 





B-285—Silver 
(15/8 Spanish)” 6.00 


GOODYEAR WELTS 


“ARABY” 
Goodyear Welt “TAILLEUR” 
12/8 Covered Heel “ZITA” 
B-189—B 1a ¢. k Calf Goodyear Welt Grograin Ribbon Bow 
} leek 14/8 Leather Heel B-214-—Patent 
Grain Calf Trim.$5.00 . 
B-199—Tan Calf with Ruiter Tep 
Grain Calf Trim. 5.00 B-860—Black Kid. ...$4.75 








Boston Show Menthan 
_ Hotel Statl 
« Means 


~ January 3.4.5. . Terms Net 30 Days 
Rooms 678-680 Business Py yr oo 
three pairs. 




















Pittsburgh Office: New England Office: 
Heary Hotel LEE MENIHAN COMPANY Draper Hotel 
W. A. BARNEY Northampton, Mass. 
SHOEMAKERS FOR WOMEN © ELLIOTT LA MONTAGNE 


Rochester, N. Y., U. S. A. 


Detroit Office: Book Cadillac Hotel Cleveland Office: 1599 Union Trust Bidg. 
H. P. CALVEY A. F. JENKS 


New York be ag 846 Marbridge BI s F umeioe Office: Plaza Hotel 
. WwW. MOYLAN? Site. an STS"h. S. KUSHINS 


Los Ampeiee y had 107 East Sth Street Chicago "Omice: Majestic Hotel 
. E. VanDEGRIFT F. J. SATEK 


Makers of Menihan Arch-Aid Shoes. 
Write for Agency Proposition. 
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Columbus Stores Sell 
Novelties for Christmas 


CoLuMBus, OHIO (UTPS)—Christ- 
mas business at the various retail shoe 
stores in Columbus as well as in the 
shoe departments of dry goods, depart- 
ment and clothing stores has opened in 
good shape, according to a survey made 
of the down-town ’ establishments. 
Christmas business each year is gain- 
ing in importance and during the pres- 
ent holiday season shoe merchants and 
department managers have taken ad- 
vantage of the opportunities for in- 
creasing their business. 

Of course the slipper business has 
been one which has come around each 
holiday season without any special 
preparations and merchants have been 
in the habit of sitting down and wait- 
ing for it to come in. This business, 
while being profitable, had never been 
pushed to any great extent until the 
past four or five years. 

But the shoe dealer in Columbus has 
come to realize that there is very much 
more in store for him during the holi- 
day period if he cares to go into the 
matter and make his purchases to sup- 
ply various novelties which naturally 
fall into the shoe departments. These 
include rhinestone and cut steel 
buckles, fancy hosiery, spats for men 
and women, fancy garters, unique shoe 
horns, Pullman slippers and other ar- 
ticles which are used for Christmas 
gifts. 

Many of the down-town dealers are 
pushing these novelties with great 
success. 


Barr’s Store Moved 


NASHVILLE, TENN. (UTPS)—Barr’s 
Endicott-Johnson Shoe Store, which 
has been in business here for the past 
five years, has moved from its first lo- 
cation at 217 Fifth Avenue, north. to 
608 Church Street. Although he has 
taken smaller quarters, R. C. Barr, 
owner and manager, said he believed 
he had a better and more profitable Jo- 
cation. Mr. Barr was with the Endi- 
cott-Johnson Corporation in the east 
4 14 years before coming to Nash- 
ville. 





Hinckley Changes Job 


CLEVELAND, OHIO (UTPS) — Sam 
Hinckley, formerly manager of The 
Daniels Shoe Store, Prospect Ave., 
Cleveland, has left this city to enter 
the shoe department of the F. & R. 
Lazarus & Co. of Columbus, Ohio. 
~ F. R. Beemer, formerly with Stones 
main store for years, has been ap- 
pointed manager of the Daniels Shoe 
Store succeeding Mr. Hinckley. Jack 
Copenhagen still remains as assistant 
manager of the store. 





To Double Shoe Dept. 


Jackson, Onto (UTPS)—Allie L. 
Stiffler & Son, operating a large shoe 
department in connection with a dry 
goods and clothing store on Pearl 
Street, have purchased the adjoining 
store building, which will permit of 
the doubling of the shoe department of 
the store. 





Style Adviser to Women 





Miss Cross Harmonizes Shoes and 
Hosiery with Costumes 


Boston, Mass.—‘Apparel coordina- 
tion is the thing,” recently said Frances 
Cross, style adviser to Thayer McNeil 
Co.’s Up-Town Store on Boston’s Fifth 
Avenue, termed Boylston Street. Miss 
Cross made her business bow only the 
other day at Thayer McNeil’s Boylston 
Street shop. After a decade-or-more 


years of playing golf and winning cups 
for her skill on the greens; of bridge 
parties, horseback riding and the hun- 
activities 


dred-and-one other of a 























































Miss Frances Cross 


society girl, Miss Cross decided to carry 
out a flair that she had cherished for 
some time. She made several impor- 
tant tie-ups with leading couturiers in 
New York and Paris and finally con- 
vinced Gordon McNeil of the Thayer 
McNeil Co. that there wasia very 
definite place in his artistic shoe salon 
for a brand new service feature to 
his patrons—namely, a footwear coun- 
sellor such as she, who would also take 
the part of hostess, with a desk all 
to herself and special stationery. Gor- 
don McNeil listened patiently—then 
more attentively; he talked it over with 
the other members of the house, and it 
was finally agreed that Miss Cross be 
installed at 414 Boylston Street amidst 
all of the atmosphere that this different 
and “haute-classe” position required. 

Miss Cross was formally introduced 
to her many old society friends, and 
to a long list of new ones, by a special 
personal letter; she was later formally 
introduced to the public through a 
clever card with decorative border, in 
several of the daily papers, as the head 
of a new service to the patrons of 
Thayer McNeil Co.’s Boylston Street 
store. She is already making good 
and is playing the game of style ad- 
viser as fast and as furiously as she 
drove the little white balls over the 
greens as a 1927 member of the 
Women’s Golf Association, consisting of 
55 clubs; or at the Woodland Club of 
the Centra! District. 

And, by way of trade _ interest, 
she is the daughter of John H. Cross, 





the shoe manufacturer. 





How to Get Into 
N. S. R. A. Convention 


Invitation tickets of admission to the 
exhibition hall now in the hands of 
all exhibitors will. give them an oppor- 
tunity for direct contact with their 
customers at the National Shoe Re- 
tailers’ Association seventeenth annual 
convention at Chicago, Jan. 9, 10, 11 
and 12. There is a space on these 
invitation tickets, sent out by Manager 
George M. Spangler, for the name and 
booth number of the exhibiting firm. 
The association is urging all N.S. R. A. 
members to visit the booths in the 
mammoth exposition hall of the Hotel 
Stevens, whose facilities house the en- 
tire convention, exposition and style 
revue and all their features. These 
tickets will serve to bring many who 
are not members to the headquarters 
of firms represented at the show. 


Opens Children’s Shop 


WEstT PALM BEACH, FLA. (UTPS)— 
The Children’s Shoe Store, Inc., opened 
at 9 Fagan Arcade, Dec. 15. Ernest B. 
Cook is manager of the store which 
carries the Buster Brown line of chil- 
dren’s shoes exclusively. A nice line of 
misses’ shoes also is carried. The new 
shop is the first of its kind in the local 
field. Mr. Cook said that the establish- 
ing of such a store has been a pet idea 
of his for several months, but that the 
opportune time for putting it into ef- 
fect never seemed to present itself until 
recently. 







Kangaroo Display 


DENVER, CoLo. (UTPS)—A window 
of the National Shoe Store, favorably 
located in the heart of the shopping 
district on Fifteenth Street, is receiv- 
ing its quota of attention these days. A 
young kangaroo, stuffed, occupies a 
pugilistic pose, silently beckoning to 
passersby to come and look him over. 
Flebbe Bros., owners of the store, are 
advertising kangaroo leather’ shoes, 
and as kangaroos in these parts are 
pretty much confined to transient cir- 
cuses, they are something of a curi- 
osity. So numerous Denverites are ac- 
cepting this particular specimen’s in- 
vitation to pause and look him and 
the display of his by-product over at 
close range. 


Men’s High Shoes Selling 


CoLumBus, OHIO (UTPS) — Max 
Holmes, part owner and manager of 
the Columbus Walk Over Co., reports 
an increasing demand for men’s high 
shoes. This tendency, he says, is 
more pronounced than formerly and al- 
most 50 per cent of the sales in the 
men’s department of the store are in 
the high models of footwear. Of course, 
he believes that since such a large num- 
ber of retailers of men’s shoes have en- 
tirely discontinued handling high shoes, 
a great many of the customers who 
are unable to be supplied with that 
sort of footwear find their way to the 
Walk Over Store, and this would nat- 
urally increase the sales in comparison 
with low cuts. 
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| How the Money Rolls In 


Every Indication of Tremendous Campaign Success 


Bc of the great interest being manifested by shoe trade organizations 
in the National Shoe Retailers’ Association four-year, four million dollar 
national advertising campaign on men’s shoes frequent requests are being re- 
ceived at campaign headquarters in Boston for speakers on the subject. 
hairman Ernest A. Burrill of the Plan and Scope Committee has several 
important engagements at trade association functions to fill. Besides appearing 
at the St. Louis Pageant of Footwear he will visit Chicago in the interests of the 
| campaign and then returning East he will address a meeting of the Syracuse Re- 


merchants in Ithaca. 








meetings to present the plan. 


tail Merchants’ Association at which Lew Hahn of the National Dry Goods 
Association will also speak. The following day December 8, Mr. Burrill is 
scheduled to address a gathering of Ithaca, Elmira and Binghamton shoe 


Executive Secretary W. E. Southard of the New York State Shoe Retailers’ 
Association will accompany Mr. Burrill at both Syracuse and Ithaca. 

Following his New York appearances Mr. Burrill will next tell the campaign 
story to the National Shoe Travelers’ 
January 7, 8 and 9 and is to be a speaker at the National Shoe Retailers’ As- 
sociation 17th annual convention at Chicago, January 9, 10, 11 and 12. Lester H. 
Gibson of the Ways and Means Committee is also appearing before various 


Association at convention in Chicago, 











Slippers Exploited 
in Baltimore Shops 


BauTimorE, Mp. (UTPS) — With 
Christmas but a few weeks away, Bal- 
timore stores are concentrating their 
attention on selling footwear suitable 
for gifts. As in former years, slip- 
pers are being made a special feature. 
A number of the stores have set aside 
a certain section of their establish- 
ments for selling slippers exclusively, 
which they call Slipperland or Slipper- 
town. Early activity in slippers has 
been very encouraging, merchants and 
buyers report. Much greater activity 
is expected to get under way during 
the coming week. 

In their Slipperland, Hutzler Bros. 
are featuring successfully slippers for 
everybody, from baby to grandad, in 
a wide range of prices and a much 
wider range of styles. Included in the 
group are feather mules, satin and kid 
mules trimmed with gold, quilted satin 
slippers, quaint wooden clogs, sturdy 
leather slippers, juliets and painted 
slippers. ° 

Hochschild, Kohn & Co. are experien- 
ing a good demand for their extensive 
line of slippers. Included in the assort- 
ment are kid lined patent leather and 
red kid mules, leather soled black kid 
romeos, padded soled felt hylos, padded 
soled felt everetts, leather lined tan 
leather everetts and operas, leather 
lined tan leather romeos and many 
others selling for $1.50 to $5. 

Stewart & Co. are featuring in their 
Slippertown a complete assortment of 
bedroom and boudoir slippers, slippers 
of felt, leather, silk and satin in a 
wide range of colors and styles at 
prices ranging from $1 to $5. 

Hahn’s has arranged an attractive 
Slippertown near its main entrance, 
in which are to be found an interesting 
group of felt, leather, satin, silk and 
other slippers in various styles and 
colors at a popular price range. 

A number of other stores are fea- 
turing successfully slippers of similar 
style, make, ete, within the popular 
price range of $1 to $5, some of them 
selling up to $10. 


Opens Charge Accounts 


MINNEAPOLIS, MINN. (UTPS) —C. 
N. Stendal, 606 Nicollet Avenue Shoe- 
ist, heretofore doing an absolutely cash 
business, has found after an experi- 
ment of two or more weeks, that it 
is good practice to permit charge ac- 
counts. He finds also that the cash 
business has not been affected. Back 
in October when a customer suggested 
a charge account it was occasionally 
permitted. Beginning Nov. 1, the 
change was effective but has not yet 
been advertised. Complete bookkeeping 
equipment has been put in. This is a 
concession to competition. Mr. Stendal 
is converted to the theory that in these 
days one must own 2 chain or allow 
charge accounts. He had been doing 
a cash business about twelve years. 





Novelties Best Sellers 
in Cincinnati Stores 


CINCINNATI, OH1I0—Business in gen- 
eral is very slow at present. This is 
especially true with the retail shoe 
business. A week of rain followed by 
a light snow in the middle of Novem- 
ber made the retail shoe business boom. 
Extremely warm weather during the 
past few days has put it on the blink 
again. A smattering of everything 
moved during November with black 
and brown suede and black patent out- 
standing. Reptile leathers moved well 
during the last half of the month with 
alligator best. 

In the $5 grade black velvet is very 
good, according to E. J. Lewis, man- 
ager of Marks shoe department. Patent 
and alligator have been good movers in 
this grade, also with a fair play on 
brown kid. Pumps of different types 
are the best pattern movers, with one- 
straps. second best. 

Novelties are best movers in the 
$7.50 class, reports L. J. Nusslock, 
manager of the College Bootery. Ankel- 
lettes have moved exceptionally well at 
the Bootery and the Rio Rita strap is 





very good. A nine inch black patent 





“Four 


Ernest A. Burrill, the 
Million Dollar” speaker of the 
Men’s Shoe Campaign 





boot with snake trim is their leader in 
protective footwear sales, Mr. Nuss- 
lock said. 

Brown kid is getting much better, 
according to Manager Greiber of the 
Walkover Shoe Store. Net sales for 
the store were below normal for the 
month of November, which is attrib- 
uted to changeable weather throughout 
the entire month. Every type of pro- 
tective footwear is moving to a certain 
extent, Mr. Greiber reported. In the 
sale of men’s shoes Mr. Greiber says 
that black leads tan at a ratio of ap- 
proximately 60-40. The darker shades 
of tan are moving much better than the 
light shades. 


Klein to Remodel Shop 


BALTIMORE, Mp. (UTPS) — Morris 
Klein, local shoe merchant, 2104 East 
Monument Street, plans to remodel 
and enlarge his establishment. He 
plans to take over the adjoining build- 
ing at 2102 East Monument Street, 
which will be completely remodeled 
and made into one large store with the 
present establishment at 2104 East 
Monument Street. Shoes for the en- 
tire family are carried. Hosiery is 
also carried. When the remodeling and 
enlargement are effected the lines of 
footwear will be more extensive and 
greater space will also be devoted to 
hosiery, making the establishment an 
interesting and substantial addition to 
Baltimore’s exclusive shoe field. 





Woman Joins Firm 


CoLumBus, OHIO (UTPS) — Mrs. 
J. W. Crooks, formerly manager of the 
Westfield Inn, at Leroy, Ohio, has be- 
come associated with her brother-in- 
law, Stark Altmaier, in the operation 
of the Stark Altmaier, Inc., at 139 
East Broad Street, exclusive children’s 
shoe. dealers. Mr. Altmaier recently 


‘opened the shop, which is the first of 


its kind in Columbus to specialize in 
children’s footwear. - 
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Christmas Shopping Well 
Under Way in Boston 


Boston, Mass.—Shoe stores and shoe 
departments are gay with Christmas 
gift footwear and accessories. The past 
week, with its cooler weather, pro- 
moted general interest in buying. Spe- 
cial lots of men’s and women’s shoes 
were offered at reduced prices, includ- 
ing orthopedic numbers, but the great- 
est stress was put behind specialties at 
$10 and up in ladies’ high grade even- 
ing slippers. For instance, a shoe de- 
partment of a big house advertised at- 
tractive party shoes in silver kid, pas- 
tel shades, and a combination of silver, 
gold and brocaded leather trim, at 
$14.50; an exclusive shoe store featured 


a two-eyelet tie in midnight blue, with | 


18/8 heel, at $12.50. Another house 
advertised 1200 pairs of women’s qual- 
ity corrective shoes, in straps and ox- 
fords, black and brown kid and patent 
leather, at $6.85, while another concern 
advertised its orthopedic shoes at $15. 
Both stores received a ready response. 
In the exclusive men’s shoe shops a 
merchant advertised and sold well plain 
toed shoes at prices from $9.50 to 
$13.75. These numbers included light 


and dark tan calf sport blucher oxfords, | 
cherry cordovans and tan Scotch grains. | 
A canvas of the retail shoe stores of | = 


this city showed that the volume seller 
in women’s shoes is a $5 to $6; in chil- 
dren’s, a $4 to $5 seller, as mothers are 
buying better grades for the young 
folks than formerly, and from $7 to $10 
shoes for men. “Men are demanding 
better shoes and are grading up,” ac- 
cording to the opinion of a Boston re- 
tail buyer. 

Hosiery is active in the consumer de- 
mand at prices from $1 to $1.95. “Silk 
from top to toe” is a favorite selling 
slogan in presenting hosiery as Christ- 
mas gift purchases. One store adver- 
tises, “Winter shades, consisting of 
browns in every hue.” Among the 
shades reported as the best sellers are 
beechnut, beige, bronze nude, called by 
some merchants “Dust,” and gun metal. 





New Cantilever Shop 


MIAMI, Fia. (UTPS)—The South 
Florida Cantilever Shoe Stores, Inc., 
has opened a new store on Fifth Street, 
Miami Beach, Florida.. The vresident 
of the company, Harry J. Mullady, will 
manage this branch. The original 
Cantilever store was opened in the Mc- 
Allister Arcade, Miami, about eighteen 
months ago, carrying a full line of 
men’s, women’s and children’s Cantil- 
ever shoes. Mr. Mullady has just re- 
turned from the Cantilever Corporation, 
Brooklyn. where he purchased a fine se- 


lection of the new fall and winter | 
styles for the Beach store. The other | 


member of the firm is S. J. Mullady. 
who serves as secretary and treasurer. 





New Store for Akron 


Akron, OnI0 (UTPS)—Papers have 
been filed with the Secretary of State 
chartering the Anna Wainer Co., Inc., 
capitalized at $10,000 to deal in shoes 
and all kinds'of footwear. The incor- 
porators are Anna Wainer, Albert K. 








Wainer and Louis Crotstein. 
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| ous retail stores of Columbus. T 
| is especially true of the higher priced 
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Frank P. Meyer, 
chairman of the 
Booster Commit- 


tee,N.S.R.A. 


country. 
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It will be up to the subchairman of this committee to bring big dele- 
gations from the respective states. 
the same general plan is followed in the state committees as has been 
It is the intention of the head of the 
National Committee to have the state presidents and secretaries divide 
their respective states into sections, appointing chairmen for the different 
These sectional chairmen will be directly responsible to the 


adopted by the head committee. 


sections. 
state chairman. 


layed to the main office. 


office. 
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Colder Weather Helps 
Trade in Columbus 


CoLumsus, OHIo (UTPS) — With 
colder weather prevailing, there has 
been a considerable increase in demand 
for all kinds of footwear at the = 

is 


stores, although trade in the medium 
and lower prices establishments also 
showed a good increase. 

The rainy weather brought in a 
large number of women for galoshes. 
This business is one of the big features 
of the first heavy rain and inclement 
weather of the fall, and dealers cashed 
in on it. The finely made cloth sort, 
in tan or gray shades, are very popu- 
lar. There is a good sale of galoshes 
made of rayon silk in checked patterns. 
Many varieties are sold and business 
is ahead of last year on that branch of 
merchandise. 

The Columbus Walk-Over Store is 
showing browns and blacks in higher 
types of ties. The browns are mostly 
calf while the blacks are patents, calf 
and suede. Ties and strap effects are 
selling better than the pump types. 
Heels are rather conservative. Reptile 
pumps and ties are selling fairly well 
and indications point to a continuation 
of this business through the winter 
months. 

The Morehouse-Martens Co. is show- 
ing panel tie slippers, cleverly executed 
in silvery gunmetal kid with matching 
suede panels. 
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RANK P. MEYER of Danville, Ill., has been ap- 

pointed chairman of the BOOSTERS COM- 
MITTEE for the coming National Convention of 
Shoe Retailers. 

Mr. Meyer is one of the believers in system in any 
business and says that he knows it is the machinery 
which works the surest results. 
building a publicity machine. 
publicity machine but it smacks of the political ma- 
Mr. Meyer has been active in the politics of 
Uncle Joe’s town. 
political and publicity machines. 

And this publicity machine of the BOOSTERS 
COMMITTEE for the Convention of National Shoe 
Retailers is to be some machine. 

“It is the material,” says Mr. Meyer, “which makes 
the machine and I have the material—the best in the 
I am appointing on this committee, as my 
lieutenants, the presidents and secretaries of the 
different state organizations, and the officers of the 


The sectional chairman will make a thorough canvas of his division 
and report the prospects to the state chairman; these will then be re- 
Any particular section which seems weak as 
to prospective attendance will then have direct attention from the main 


Mr. Meyer predicts that the attendance at the coming National Con- 
vention in January will exceed that of any previous year. He also wishes 
us to announce that there will be a jubilee meeting of the heads of all 
committees at the New Stevens Hotel on the evening of Jan. 8. Placards 
as to location of room will be at registration desk. 
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And Mr. Meyer is 
We may call it a 


He knows something of both 


This will be easy to accomplish if 








Richmond’s Colored 
Lights and Trade 


RICHMOND, IND.—Once more Rich- 
mond lays claim to having the most 
attractive Main Street in the State, 
during the big buying Christmas sea- 
son. A new White Way, three miles 
long was dedicated last week. In ad- 
dition to this, strings of red and green 
lights, together with ropes of laurel 
are draped from post to post the en- 
tire length. 

To a shoeman, J. E. Bills, of Burton 
& Bills, is due the major part of the 
credit for this excellent showing of 
community operation, for it was he that 
conceived the idea and headed the com- 
mittee that canvassed from store to 
store. Those stores that turned the 
proposition down cold were not urged. 
Lights were not put in front of their 
store, that’s all. In two days, these 
same men were begging to be allowed 
to come into the movement. The first 
year the entire cost was 35 cents a foot 
for the red and green lights. This 
took care of the wiring, bulbs, etc., 
while this year the cost is only 15 cents 
a foot. Both these figures include elec- 
tric current and all expenses. If a 
store has a 30-foot frontage, the entire 
cost for the month of December would 
only be $4.50. Lights are turned on at 
noon every day and kept on until mid- 
night. On dusky days, the lights come 
on as early in the morning as neces- 
sary. 
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WHERE TO BUY 
Men’s Shoes 














BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 




















RADE ONLY" | 


EAST WEYMOUTH. MASS. U. 








HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 


















(P) M. A. PACKARD CO., Makers 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 
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Boots Are Big 
Problem Now 
In Lynn Shops 





High Cuts in Dress Patterns 
Appear in Some Lines; 
Complaints on Low Prices 


LyNN, Mass.—Boots are the problem 
here. Already Lynners have made 
more boots than they expected. They 
are preparing new samples of boots to 
show in the January markets. If the 
new high cuts sell during January and 
February, then the style program for 
low cuts will be thrown out of joint, 
and “There’s the rub,” as Hamlet said. 

Dress boots and dancing boots, the 
newest creation of “Patsy” Colella, of 
Colella & Leighton, are of gold and 
silver kid and of luster, suede and grain 
leathers in colors of the chart, in- 
cluding red, blue and green and black 
and white. Linings, as well as outers, 
are of fine style leathers, so that when 
the tops are turned down to make col- 
lars they reveal fine colors to contrast 
with vamps and quarters. Imagine, for 
instance, a boot of gold kid and a col- 
lar of rich green kid. Mr. Colella has 
lifted the boot from the street and 
service class to the formal dress order 
of fashions. Racks in his factory were 
last week filled with boots. 

In several other Lynn shops are 
boots to be found, meaning the new 
Jodphur type of boot, with tops that 
open up the side and close with a 
strap. In the shop of T. J. Sullivan, 
which has been making boots for the 
past six weeks, they are getting out 
Judphur boots, and also revised Wel- 
lingtons that fasten across the front 
withastrap. Unity Shoe Co. is making 
“Bandit Boot” and “Bandit . Bootees.” 

“Tom” Welch, of Mitchell, Welch Co., 
has added some patterns of boots to 
his samples, but sticks to his opinion 
that the ideal combination for winter 
is the light pump and the novelty arc- 
tic. One leading Lynn firm positively 
refuses to make boots, declaring “there 
are already too many low price boots 
on the market.” 





Cutting High Colors 


LYNN, Mass.—At the shop of the 
Washington Shoe Company they are 
cutting much suede and luster kid, in 
colors of the chart, and, also, in reds, 
blues and greens, and even flamingo, 
which may be the highest hue of the 
season. Shoes of these leathers, in 
extreme sandal effects, are already be- 
ing sent to the winter resorts. This 
firm is making more shoes with three- 
inch heels than a year ago. One order 


called for 1000 pairs with heels 24/8 














high. 








Shoe Production Still 
Ahead of Last Year 


WASHINGTON, D. C.—While produc- 
tion of boots and shoes during the 
month of October, 1927, showed a 
seasonal slackening, the output for the 
month was ahead of that of October 
last year and of the same month in 
1925. 

Reports received by the Department 
of Commerce from 1090 manufacturers 
representing 1238 factories show that 
the total production of boots and shoes 
during the month of October, 1927, 
amounted to 32,133,468 pairs, as com- 
pared with 33,932,933 pairs in Septem- 
ber, and 35,060,530 pairs in August, 
1927, 31,662,078 pairs in October, 1926, 
and 31,055,495 pairs in October, 1925. 
Comparative figures for January- 
October show 293,994,957 pairs pro- 
duced in 1927 and 272,339,930 pairs 
produced for the same period in 1926. 

The October production included 8,- 
615,337 pairs of men’s shoes (high and 
low cut, leather), 1,967,328 pairs of 
boys’ shoes, 11,643,449 pairs of women’s 
shoes, 3,213,402 pairs of misses’ and 
children’s shoes, 2,158,250 pairs of 
infants’ shoes, 204,966 pairs of athletic 
and sporting shoes (leather), 365,794 
pairs of shoes with canvas, satin and 
other fabric uppers, 660,927 pairs of 
all-leather slippers for house wear, 
2,608,850 pairs of part-leather slippers 
for house wear, and 715,165 pairs of 
all other leather or part-leather foot- 
wear. 





To Make Cheaper Shoes 


BrockTon, Mass.— After having 
manufactured high-grade welt shoes 
under the trade name of “Crawford 
Shoe” for many years, the Charles A. 
Eaton Co. of this city has requested a 
price list from local union agents to 
allow for the manufacture of the so- 
called third-grade shoe. It is the 19th 
concern to have filed such a petition 
in the past three years, and in almost 
every case all the companies now are 
making such footwear exclusively or 
are adding that line to their regular 
output. There are no more than a 
dozen concerns, though they constitute 
practically all the largest firms in the 
— do not now make the cheaper 
shoe. 





F. C. Cooper Resigns 


BrockTon, Mass.—Frank C. Cooper, 
for the past seven years connected 
with the George E. Keith Co., and more 
recently southeastern district manager 
for the George E. Keith Stores Co., 
has concluded his duties with the com- 
pany, and is considering new connec- 
tions after the first of the year. For 
several years he was with the credit 
department of the former company, 
later being transferred to the stores 
company. 
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Taking No Chances 


The best story of the week 
by a shoeman. 

John C. McKeon tells this one: 
On the train from London to 
Edinboro a Scotchman was in 
the same compartment with sev- 
eral Americans. At each and 
every station the Scotchman 
would jump off the train, rush 
into the station and rush back 
on board the train. 

Time and time again he made 
the train by the skin of his 
teeth. Finally one American 
asked the Scotchman: 

“My good man, why do you 
rush out at every station and 
hazard the chance of catching 
the train?” 

The Scotchman replied: 

“IT have been down to London 
and the doctor told me I had a 
bad case of heart disease, and 
that I was just living from hour 
to hour, and may drop dead any 
minute. So I bought my ticket 
from station to station.” 

Is there a parallel between this 
story and hand-to-mouth buying? 




































A. R. Merrill Retires from 
Hilliard & Merrill, Inc. 


New York, N. Y.—A. R. Merrill, 
who has been for years connected with 
the cut sole firm of Hilliard & Merrill, 
Inc., Lynn, Mass., has disposed of all 
of his holdings in that company and 
has tendered his resignation as vice- 
president and director and will retire 
therefrom the end of this year. 

Joseph B. Gamage, sales manager of 
Hilliard & Merrill, Inc., has been 
elected vice-president to fill the vacancy 
occurring by Mr. Merrill’s resignation, 
and L. M. Newhall, secretary, has been 
elected a director. 


G. & R. Banquet 


LyNN, Mass.—The Gregory & Read 
Mutual Benefit Association had its 
annual banquet the other evening, 650 
attending. Harry M. Read, speaking 
for the company, said that it is con- 
cluding the best year in its career and 
that it has excellent prospects for 1928. 
John E. Harris, of the sales staff, 
spoke of the recent St. Louis show. 
He expressed the thought that shoe- 
makers are salesmen as well as makers 
‘of shoes, for shoes sell according to the 
quality of the workmanship that is re- 
vealed within them. 

John E. Martel, the retiring presi- 
dent of the association, acted as toast- 
master. Frank E. Watson was chosen 
president. Among the guests were M. 
F. Sesselman, buyer for the Regal 
stores, and Barney Blustein, buyer for 
the Wilbar stores; also John F. Fitz- 
gerald, superintendent of the factory, 
and Charles H. Handy, a Lynn banker. 

This association, which was started 
six years ago, now has 475 members. 
It conducts social affairs. It pays a 
sick benefit of $7.50 a week and a death 
benefit of $250. The firm has pro- 
vided each employee with life insur- 
ance to the amount of $500. 








Toyo Cloth a Mixture 
of Paper and Silk 


Importer Relates Facts About New 
Shoe Material 


NEw YorRK, N. Y.—Some important 
facts in connection with Toyo Cloth, the 
newest material to find its way into 
the manufacture of shoes, are given 
by Marcus Heymen, one of the leading 
importers of the cloth. 

“In 1920,” he says, “when I was on 
my second trip to Japan, with which 
country I have been doing business for 
the past fifteen years, I came across a 
cleverly constructed textile, having a 
paper yarn for the warp and silk for 
the filling. This was really my first 
introduction to a unique and clever 
product manufactured only, as far as 
I know, by the Japanese, who have for 
centuries been makers of the finest 
grades of hand-made papers. As is 
well known by artists and etchers, 
Rembrandt in his day preferred Japan- 
ese hand-made papers to all others. 

“Japanese Toyo Cloth now intro- 
duced in the shoe industry is a fur- 
ther development of this hand-made 
paper industry made practical for 
American wear by the use of a cellu- 
loid-base lacquer, which renders the 
Toyo Cloth practically impervious to 
water, and at the same time makes it 
possible to wash the Toyo Cloth shoe, 
should it become soiled. (The Lux 
Laboratories have made _ successful 
tests of washability.) 

“Bearing in mind the fact that over 
a hundred different colors can be ob- 
tained, the varieties of combinations 
of color which may be obtained are 
almost endless. With color playing an 
increasingly important part in the 
manufacture of shoes, it can readily 
be seen that Toyo Cloth takes a fore- 
most place among the materials avail- 
able for summer shoes. 

“With several direct connections in 
various districts in Japan, where this 
material is produced, it has been pos- 
sible for me to work out a line, paying 
especial attention to individual and 
unique designs especiaily suited for 
shoes. In addition, I have Tinsel Toyo 
for evening shoes that, by a special 
process which does not affect the bril- 
liance of the tinsel, is rendered tarnish- 
proof. 

“I believe that Toyo Cloth will take 
its rightful place among the staple shoe 
materials, particularly for summer 
sports shoes, adequate demonstration 
of its wearability having already been 
had. Naturally, it is an excellent ma- 
terial for ladies hand-bags, and since 
hats are also woven of it, it offers an 
excellent opportunity for complete en- 
semble coordination.” 








Congratulate Fred Mayer 


MILWAUKEE, Wis.—Fred Mayer, of 
The F. Mayer Shoe Cuv., 1s the recipient 
of many hearty congratulations from 
his host of friends in the trade follow- 
ing his marriage last week to Miss B. 
N. Ring. 

The wedding was the culmination of 
a business romance, Miss Ring having 
been Mr. Mayer’s secretary until a few 
months ago. 


WHERE TO BUY 
Men’s Shoes 








50 STYLES IN STOCK 


Ready for Delivery on the Dot 


EMERSON SHOE MFG. CO. 
Rockland, Mass. 


















HAND LASTED 


Bion F-REYNOLDs Coes: 
BROCKTON MASS. 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot to Be Stetsons 
to Be Snappy” 


THE STETSON SHOE CO., Inc. 














South Weymouth, Mass. 








WHERE TO BUY 
Standard Shoe Materials 








Strong and Flexible 


( Counter Board 
BEING) "piste prem 
v 


The Sterling Fiber Board Co. 
Sales Office, 501 Fifth Avenue, 
New York 














est Virginia 


Fibre Board 


Not a substitute for—but an improvement 
over ordinary leather. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit NewYork Chicago 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 
CREESE & COOK CO. 
“anne: les at Danversport, 95 South St., Bosten. Mans. 
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WHERE TO BUY 
Ballet Slippers 








sumith 


eA LLETS 





- Monroe 
Chicago, Ili. 








HAND TURNED, BLACK KID 


BALLET SLIPPERS 
In STOCK 
Women’s, ve ass 

Misses $1. 
Children’ 2. "is 
Send for Mail orders - 2 
Samples ly attended to 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 












In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane &t., 
New York, N. Y. 











Brooks’ Toe Slippers 





Misses Children 
618 Black am $2. Bs $2. 70 
608 Pink Satin 3.3. 8.30 


‘omen 
ee. oo 
Coast Prices Taltghtly digher 


BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. Gth St. 
Los Angeles—1162 So. Hill St. 














WHERE TO BUY 
Men’s Spats 








MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


mag Sg & COMPANY 
122 Duane St. New York City 








Do You Know? 


That you can buy or sell it through 
the to columns. This 
its quick service is a time 
nae immediate needs. 


feature in 
saver in m 


Sees Black Leading 
Spring and Summer Sales 


EnpicotTt, N. Y.—Although light 
pastels have been featured by virtually 
all lines in recent showings of women’s 
footwear for spring, H. C. Clark, sales 
manager of the Endicott Johnson Cor- 
poration, foresees black ultimately 
dominating the spring demand. He has 
just returned from a tour of the Mid- 
dle West and South and reports general 
uncertainty on this point. 

“One guess is as good as another, 
and I incline to the opinion that the 
big volume seller in the spring will be 
a black strap with conservative cutout, 
medium vamp and medium heel,” Mr. 
Clark stated. “Last year everybody 
talked light colors, but in the end it 
was black, and I think the same thing 
will happen this year—black straps, 
light airy ties and some pumps.” 

Mr. Clark is also of the opinion that 
black will prevail in men’s shoes as 
well, based on the probability that gray 
is to be the popular color and gray re- 
quires black shoes to go with it. While 
men of conservative taste will continue 
to favor the custom last, there is indi- 
cation that even in New York and other 
Eastern sections more bro&d toes than 
ever will be worn, he said. The broad 
toe is still vastly predominant in the 
South and West, and in fact young men 
the country over are wearing about the 
same kind of shoe—the broad toe with 
prominent perforations and stitchings. 




















Mr.. Clark is also convinced that sport 
effects in two-tone styles on golf lasts, 
with creased vamps on wide toes will 
be in greater demand than ever next 
spring 

“While the retail trade is buying con- 
servatively, practically all the larger 
elements have bought normal spring re- 
quirements,” Mr. Clark states. “Al- 
though manufacturing costs and raw 
materials are very much higher than a 
year ago, prices do not fully reflect the 
increase, as manufacturers are working 
on closer margins than ever in an ef- 
fort to resist the upward tendency as 
much as possible. The retail trade have 
not yet marked up to reflect replace- 
ment values, but will certainly have to 
do so shortly. Better grades will prob- 
ably not be advanced much, but the 
popular price shoes will undoubtedly be 
up from fifty cents to a dollar next 
spring.” 

Conditions generally throughout the 
country are very good, Mr. Clark 
stated, and sales are well above last 
year. 





Hold Dinner and Dance 


New York, N. Y.—The Shoe and 
Leather Square Club of Greater New 
York, composed of Masonic members 
of the allied industries, held their ini- 
tial dinner and dance on Tuesday even- 
ing, Dec. 6, at the Tangerine Gardens, 
Brooklyn, N. Y., with close to 200 per- 
sons attending. 

Robert R. Reed, president, and the 
arrangement committee, consisting of 
William Brister, chairman; Ben Jayne, 
Edward H. Grah, Henry Eckert, G. 
Montgomery, Frank Charnley, Joseph 
Goldsmith and Robert Benjamin, ex- 
pressed their thanks for the coopera- 
tion of all who aided them in making 





Selby Will Filed 

PORTSMOUTH, OHIO (UTPS) — By 
the will of the late George D. Selby, 
founder of the Selby Shoe Co., which 
distributes an estate of about $2,000,- 
000, the four sons and a grandson 
share in the estate. Edmond Selby 
Dillon, the grandson, is bequeathed 750 
shares of preferred stock in the Selby 
Shoe Co. and 100 shares in the Security 
Bank. The remainder goes to the four 
sons, Roger A., Mark W., Homer C., 
and Pearl S. Selby. Mark W. Selby is 
nominated the sole executor. 





Production Gains 
in Brockton Shops 


BROCKTON, Mass. —Production _in- 
crease is coming slowly in those fac- 
tories which have started on new runs, 
while several others are taking inven- 
tory or are about to do so. Some of the 
plants which have been working only 
until noon have increased the work day 
to p. m. with Saturday morning 
work. The approach of colder weather, 
particularly in the West, has brought 
an increase at once in business. 

Pointing to the coming style show 
next month in Chicago at which at least 
five concerns in the Olid Colony District 
will be represented, some new patterns 
have been noted in designers’ studies 
the past week. Light leathers are be- 
ing used in the new women’s styles. 
Pumps predominate, but there are some 
straps. Combinations of vari-colored 
leathers in harmonious tones are being 
used extensively in the forepart of the 
shoe in many novel effects and designs. 
Reptile skins, too, are being used both 
in trim and in their entirety. In men ’s 
lines the trend in the light leathers is 
toward wing tips, fancy stitching and 
colored ribbon laces, to contrast with 
the leather. 


Reinhard E. Bartels Dead 


LYNN, MAss.—Reinhard E. Bartels, 
originator of the Keyssco moulded-in- 
shank, died on Dec. 7 last after a two 
days’ illness. Mr. Bartels passed away 
at the close of the most successful year 
in his business career. He leaves a 
host of friends in the trade. Prior to 
Mr. Bartels organizing the Keystone 
Sole & Shank Co., he was engaged in 
the manufacture of shoes in Chelsea 
under the name of Bartels & Thelen 
Co. This business started in a small 
way and grew until this concern was 
one of the larger Eastern producers of 
shoes. It was while making footwear 
that Mr. Bartels commenced to manu- 
facture shanks under his own patents 
for his own factory. A steadily grow- 
ing demand for these shanks forced 
him ‘to organize the Keystone Sole & 
Shank Co. for the general distribution 
of this product; the rapid development 
of the Keystone Sole & Shank Co. 
prompted Mr. Bartels to abandon the 
manufacture of shoes and to restrict 
his efforts to expanding the activities 
of the Keystone Sole & Shank Co. 
There will be no change whatever 
in the affairs of the Keystone Sole & 
Shank Co., as Mr. Bartels had spent 
much of his time in traveling during 
the past year, and had built up an 
organization which will ,continue the 
Keystone Sole & Shank Co. according 
to the same plans and policies as it 








the undertaking a success. 





has been conducted in the past. 
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Samples by Camera 


LyNnN, Mass.—This novel method of 
sampling shoes was recently success- 
fully completed. T. J. Sullivan Co. 
made up samples of the new style boots 
and put them in the window of a store 
that is illuminated by the new ‘flood 
light system. Photographs of the win- 
dow were taken at nine o’clock, were 
printed up immediately and next day 
were sent to customers to show them 
the new styles in boots. Some sent in 
orders immediately. This method saved 
time and money in sample making, and 
spread quick news of how the styles 
look in store windows. 


“Big Bill” Tilden 
Given Brockton Shoes 


BROCKTON, Mass.—Another world- 
famed celebrity has joined the army 
who wears Walk-Overs. He is William 
T. “Big Bill’ Tilden, noted tennis star 
and Davis Cup performer for many 
years, who was fitted to two pairs of 
the Geo. E. Keith Co. product when he 
visited the plant this week as guest of 
officials of the company. “Big Bill,” 
who also has made a name for himself 
in the movies and on the stage, as well 
as in tennis, has been guest star with a 
local stock company this week. 

After being shown through the big 
Walk-Over plant and the Walk-Over 
Club, he was taken by Vice-President 
Charles E. Moore to the stock depart- 
ment where he selected tan kid blucher 
oxfords made on a Perfectoe last. The 
exact size was not divulged, but it is 
said the shoes were in keeping in length 
with his height. “Billy” Quinn, youth- 
ful actor who has been co-starring with 
Tilden, likewise received shoes, and he 
selected tan winged-tip brogues on the 
Rutley last. 

After being fitted the pair were ten- 
dered a luncheon by officers and execu- 
tives of the company, including Vice- 
President George H. Leach, Mr. Moore, 
Walter E. Johnson, Paul Dudley Dean, 
Walter D. Leach, Ernest W. Stedman, 
James J. Hayden and William T. Card. 


George L. Dunham Is Dead 


BRATTLEBORO, VT.—George L. Dun- 
ham, president and treasurer of Dun- 
ham Bros. Co., one of the largest 
wholesale shoe houses in New Eng- 
land, died of pneumonia in this city 
on Dec. 11. He was 68 years of age. 
At the age of 18, he was graduated 
from Hebron Academy, then worked 
his way through Colby College, gradu- 
ating in 1882. He later became princi- 
pal of the Paris, Me., Academy, and 








“still later served three years as head of 


the classical department of the Port- 
land, Me., high school, during which 
time Colby College conferred upon 
him the degree of Master of Arts. 

On July 1, 1885, Mr. Dunham en- 
tered the retail shoe business in this 
city with his brother, Charles W. Dun- 
ham. Afterward, another brother, Lyn- 
don L. Dunham, was admitted to the 
firm, which became known as Dunham 
Bros. Co., and a wholesale shoe busi- 
ness was begun. 

He leaves a widow, a married daugh- 
ter and three brothers—Hiram W. Dun- 
ham of West Paris, Me.; Horatio R. 
Dunham of Los Angeles, and Lyndon 
L. Dunham of Brattleboro; also a mar- 
ried sister. 











Boot and Shoe Club to 
Observe Ladies’ Night 


BostoN—The Boston Boot and Shoe 
Club will observe its fortieth annual 
ladies’ night at Hotel Statler, this city, 
Wednesday evening, Dec. 21, with 
President Horace R. Drinkwater, its 
energetic head, as toastmaster. 

The banquet will be held in the at- 
tractive Georgian Room and will be 
preceded by the usual informal recep- 
tion at 6 o’clock. 

The guest of honor and speaker will 
be Rev. Dr. Harry Levi, the well known 
Boston clergyman, whose Sunday ser- 
mons broadcast over the radio have 
made him known to hundreds in the 
New England shoe and leather trade 
who never have met him. 

The after dinner program will in- 
clude vocal selections by the Impromptu 
Quintet, including Helen Choate, first 
soprano; Helen Isensee Wilkins, first 
alto; Mabel Benjamin, second soprano, 
and Marie Murray, second alto, with 
Marion Hyde as pianist. The high 
reputation of these artistes makes cer- 
tain a delightful hour for members and 
guests. There will also be selections 
by a well known lady ’cellist. 

Two hours of dancing will follow the 
entertainment, with music by the Bos- 
ton Philharmonic Orchestra. 





New England Shoe 
Production Increases 


NortH ABINGTON, Mass.—The shoe 
trade in the Old Colony Section of Mas- 
sachusetts is showing a_ substantial 
gain over its output of recent years. 
The activity in the shoe industry of the 
Old Colony District, as well as in other 
New England sections, has aided mate- 
rially in the improvement of the gen- 
eral business throughout the entire 
Eastern stretch of territory. For in- 
stance, shipments made by the Lewis 
A. Crossett Co. for eight months prior 
to Dec. 1, 1927, show an increase for 
the local factory over the same period 
of 1926 of 22 per cent. The Lewis 
Shoe Company’s division of this plant 
shows, for the same period, an increase 
in shipments over 1926 of 18 per cent. 





H. K. Rosengard Dead 


HAVERHILL, Mass.—Harold K. Ros- 
engard, president of the Slipper City 
Shoe Co., Granite Street, this city, one 
of the best known shoe men in this vi- 
cinity, died Sunday, Dec. 4, at the 
Phillips Hospital, Boston, ‘after a 
week’s illness of pneumonia. For the 
past 14 years Mr. Rosengard had been 
an active member of the local shoe and 
leather industry, first as a leather 
merchant and for the past eight years 
as a manufacturer. The rise of the de- 
ceased, born of humble parentage in 
Russia, to head of a large shoe 
concern, is a story of hard work and 
enterprise. He was widely known 
throughout the trade and affiliated with 
many of the industrial organizations. 
Mr. Rosengard was treasurer of the 
Associated Shoe Manufacturers of 
America, Inc., and a member of the Na- 
tional Boot and Shoe Manufacturers’ 
Association. 
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WHERE TO BUY 


Women’s Novelties 


OF ee er 





DON’T LAY 

DOWN! ; 
Your business is 
there. Write and 
we'll tell you how 


$3 te $6 Sellers 





72 Lincoln *st., 
Boston, Mass. ‘ 
















Latest Styles at 
Popular Prices 
in Stock. ~ 
ST-NEW YORK 











WHERE TO BUY 


Men’s & Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG CO., INC. 


41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B,way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


$27.00 per doz. and up. 
Tray Catalog 
sent on 
request 











Men's All Leather House Slippers 











samples 
ROTH @& ROSENBERG SHOE OO. 
124 N. Srd St., Philadelphia 














a the Better Trade 


7 “7 
Buen O* the Better Grade 


ox ne il 


Best~Ever 


A Ae Co. ine. 
75 Front St. 
Bklyn., N.Y. 
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WHERE TO BUY 
Shoe Buckles 











V+ —VEITH———- V 


f— CUT STEEL— E 
IMITATION STEEL 
if BEADED i 


SHOE BUCKLES 
A. & H. VEITH, INC. 


—!Im porters— 
9-11 East 38th, New York 


T 
H 


T 
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WHERE TO BUY 
Children’s Shoes 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bidg., Room 532 
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WHERE TO BUY 


Store Fixtures 





GOOD WINDOW 
FIXTUR 


ES 
ind Buitder 


L. GOODWIN & CO. 
ORCESTER MASS 














Brings Back Snake 
Upholstered Auto 


New York, N. Y.—Jan Telenga, di- 
rector of the Alpina Company and sec- 
retary of F, Hecht & Co., Inc., has just 
returned on the S. S. Paris from a sev- 
eral months’ tour of the European style 
leather centers. He has brought with 
him the latest closed model Panhard, 
which is entirely lined with Alpina 
Watersnake, the newest and smartest 
style note in European automobile up- 
holstering. This car will be one of the 
exhibit pieces at the coming New York 
Automobile Show and can be seen on 
the mezzanine floor of the Commodore 
Hotel during the National Automobile 
Show, Jan. 7 to 14. 

During the Paris Automobile Show, 
one hundred and eighty-eight cars were 
sold, all of which were ordered uphol- 
stered in Alpina Reptile Leathers. 

Commenting upon the situation, Mr. 
Telenga remarked: “That _ reptile 
leathers are quite the vogue with the 
garment trades. For hats, coats, 
purses, etc., these individual novelties, 
reptile leathers, are becoming increas- 
ingly popular. In the field of men’s 
leather goods and sports wear they are 
steadily earning more favor. A large 


number of items are shown in wallets, 
purses, belts and even golf bags. 
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eight day Seth Thomas clocks to Mr. 
Brouwer and to Andrew Walter, the 
latter having been identified with 
Mr. Brouwer for twenty-two years, 
and endearingly referred to by Mr. 
Brouwer as a genuine brother and 
by Mr. Knapp as “the big brother to 
us all.” The ovation of applause ten- 
dered Mr. Walter evidenced with 
emphasis the esteem in which he is 
held by his business associates, old 
and new. 

A variety of beautiful and useful 
gifts were presented to many pres- 
ent. The “Newlyweds” stammered 
their blushing thanks for sets of 
silver flatware presented by the 
company to five pairs of brides and 
“liabilities,” and the fellow employ- 
ees of these courageous young folks 
followed suit with ornate pier mir- 
rors. 

Andrew Walter was remembered 
by the young ladies of the organiza- 
tion, known as the “B-B’s,” with a 
silver desk set. 

In his unostentatious yet effective 
manner, Mr. Brouwer told the story 
of the company, tracing its progress 
and vicissitudes from a small second 
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Stephen J. Brouwer Honored 


[CONTINUED FROM PAGE 39] 


story loft on Wisconsin Street to the 
operation of four stores in Milwau-~ 
kee and suburbs, including the head- 
quarters of the organization on 
Wisconsin Avenue comprising an en- 
tire building and constituting the 
largest retail shoe store in Wis- 
consin. 

Mr. Brouwer said in part: 

“There is small credit attached to 
my entrance in the shoe business be- 
cause I inherited it during the illness 
of my father, to whom I owe much. 

“During the years that have 
passed many visitors to our stores 
have remarked upon the wonderful 
business we have built up and to 
which I have frequently replied that 
the fact is that we have been won- 
derfully blessed, for I am convinced 
that there are influences and powers 
operating round about us that are 
not of our own making. 

“We thank God for the faithful- 
ness, fineness and size of the 
Brouwer Shoe Co. 

“We have never worked in all these 
years from the individualistic stand- 
point; it has ever been from the 
standpoint of the business family.” 








Haverhill Men See 
Good Season Ahead 


HAVERHILL, Mass.—Much interest is 
being manifested in spring footwear, 
local shoe men declare upon returning 
from the big city markets. The con- 
plex style situation is holding back the 
placing of orders in any large volume, 
but the outlook for the new season is 
conceded especially promising, A nov- 
elty season is expected, each succeeding 
day verifying the approach of a color- 
ful and fanciful season. 
Haverhill manufacturers, although 
alert to the production hazards to be 
encountered with colored kid and ultra- 
stylish footwear, hope to share gener- 
ously in the new business by virtue of 
the city’s reputation as a novelty shoe 
center. The style and production prob- 
lems can be met locally, the shoe men 
are confident. The excellent record on 
delivery of shoes made the past spring 
by local manufacturers also is expected 
to merit buying confidence. 

Straps for street, afternoon and eve- 
ning wear head the spring patterns. 
Ties are prominent in the better 
grades, with oxfords and plain pumps 
running next in order. Street wear 
features Cuban heels, while the dres- 
sier es of footwear all run to the 
high heels. Cut-outs, weave effects, 
fancy stitched, and ornamented effects 
dress up the new shoes. The light 
shades of kid in rose blush. honey 
beige, and white jade are the favored 
spring selections. Patent will run well, 
with printed leathers used generously 





J. R. Kelly Dead 


RocHESTER, N. Y. (UTPS)—J. Ray- 
mond Kelly, former president of the 
John Kelly Shoe Co. of this city, died 
at his home here, Nov. 30, aged 51 
years. The shoe manufacturing busi- 
ness, which Mr. Kelly’s father founded, 
was liquidated about a year ago and 
since that time Mr. Kelly had not been 
actively engaged in business. 

He was prominent in business and 
fraternal circles. He leaves his daugh- 
ter, Mrs. Talmadge Woodward; two 
sons, John and B. Allen Kelly; three 
brothers, Frank X. and Harry W. Kelly 
of this city, and Arthur Kelly of Los 
Angeles, and a sister, Mrs. Joseph T. 
Connell of Los Angeles. 

Many of Mr. Kelly’s former asso- 
ciates in the shoe industry here at- 
tended funeral services today, which 
were held from the home at 51 West- 
minster Road and at the Church of the 
Blessed Sacrament. 


Adams on School Board 


HAVERHILL, Mass.—F rank E. Adams, 
a resident of this city and head of the 
F. E. Adams Shoe Co., Newburyport, 
was elected a member of the Haverhill 
school committee at the annual city 
elections held Tuesday, Dec. 6. 
Mr. Adams’ candidacy was a popular 
one, the voters of his home city giving 
him a fine indorsement. He has mani- 
fested much interest in the schools of 
the city and public affairs generally, 
This is the first time that Mr. Adams 








for combination and ornamentation. 





has sought public office. 
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When You come to New York a 
Look us up! 


Our style pickers are continually creating quick 
selling models. We operate on a large scale and 
work on “low overhead”; consequently, our lines 
represent superior quality and styles to retail at 
these prices. To get in touch with us means addi- 
tional profits to you. 


Lazarus Fried & Sons, Inc. 


120 DUANE STREET NEW YORK CITY 


TOE and BALLET SLIPPERS C < 


Established 1887 
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209 West 48th Street, New York City 


Tier “Pac IN STOCK —— $4.25 


fia d Toe Ballet. In : 
— pink, white and A Genuine Turn 
Bock a black kid. “Duo- Type” 
A fine turn shoe with flapper heel for misses and women at a sen- 
Made of the finest materials guaranteeing long wear. —— — = 
IN STOCK in Patent Leather and Black Kid, $4.25 
D. 


Beautiful in appearance, and fit perfectly. Sises 1-8, Widths A to 
Immediate deliver A complete ee of soft toe ballet xtra widths and other materials to order. 
carried in stock. ” ND for SAMPLES ~ ‘CATALOGUE of COMPLETE LINE 
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Featherweight Ice Creepers! 





Thoroughly practical. BDasily 
attached and removed. They 
grip and hold securely. 

Made with woven strap and 
buckle. 

Size No. 3 for Men, Size No. 
2 for Ladies, Size No. 1 for 
Cuban Heels. 

Retail for 50 cents per pair. 
Dealer’s price $4.00 per dozen 
pair. 

- Order from your jobber, or 
A Money Maker! we will ship direct C.O.D. 


“ CHURCHILL MFG. CO., Inc. 
Shoe and Leather 278 Thorndike St. Lowell, Mass. 
~~ooreree eee eee 


“How Shoes Are Made” 


Edition All Sold 


This little booklet describing the various processes 
by which shoes are made has proven so popular 
that the edition is exhausted and we do not plan 
at present to print a new edition. Still on hand, 
however, are a number of copies of the 
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4 9) 
Lexicon NO, WILLIAM! 


oritative dictionary of terms used in the 

om auth rita 7 " ‘ SADDENING AGENTS are not those eggs who pull door bells 

shoe and leather trade. The price of the lexicon out by the roots and thus ruin the good wife’s entire day. 

is In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “‘Addition of substances during dyeing to produce duller 


50 Cents shades.” 


Just one of the hundreds of bits of information in this 


(Cash with order) valuable book which a smart salesman can casually slip to the 
customer—increasing the latter’s confidence in his ability to 


sell the right shoes. 
This Sales-Making Tome 


Boot and Shoe Recorder Publishing Co. Costs Only Fifty Cents 
(Cash with orders, please) 
Bos Mass. 
ae asain — Boot and Shoe Recorder Publishing Company 


207 South Street, Boston 
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POSITIONS WANTED 
LINES WANTED 
ALL OTHERS 


ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Real live wire shoe salesmen with 
established trade in the following 
states: Alabama, Arkansas, Ari- 
zona, Indiana, Louisiana, Michigan, 
Mississippi, Ohio, North Dakota, 
South Dakota, Texas. Complete 
line of women’s medium price, real 
hot novelties, all instock. Refer- 
ences must accompany applications. 
Liberal commission with wonderful 
opportunity for right men. Ad- 
dress D-178, Boot and Shoe Re- 
corder Pub. Co., 207 South Street, 
Boston, Mass. 








Stitehdown Shoe Factory 


in East desires to develop States of New 
York, Louisiana, Western Pennsylvania, 
Eastern Pennsylvania, West Virginia, 
North Carolina. Address D-198, 
care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











CALIFORNIA, Oregon, Washington, Moun- 
tain States, Kansas, Nebraska, Iowa, Miss- 
curi, Illinois, Wisconsin, Michigan and New 
England—open. Beautiful fast repeating line 
Infants’ Flexible First Step Turns—28 numbers 
—all in stock. No unpacking—instant display 
on opening case. Straight 7% commission. 
Give main line as reference. Schuylkill Shoe 
Co.—Orwigsburg, Pa. 


We are increasing our sales force and 
have several opportunities to’ offer 
men acquainted with dealers who sell 
work shoes. Can be carried as a side 
line in some territories. Write full 
details in first letter. 


Goodwill Shoes 


“For Hard Service and LongWear™ 
~~ ( 


t 











Sales opportunity for five 
experienced salesmen 


with established trade, to sell line 
of women’s and young women’s 
light weight welts. Traveling ex- 
penses paid and commission in addi- 
tion. A real chance for real men 
to get in on ground floor, give 
complete information in first letter. 
Address D-205, care of Boot & 
Shoe Recorder, 207 South St., 
Boston, Mass. 





LARGELY increased facilities cause us to 
seek experienced Shoe Salesmen who are 
looking for a quality line of children’s good- 
year stitched shoes to carry exclusive or as a 
side line in Ohio—lIllinois—Texas—New Mex- 
ico Arizona Nevada—Iowa Nebraska Kansas 
and the Pacific Coast States. New Sprin 
line now ready. Pride Shoe Company, 17 

Locust Street, St. Louis, Missouri. 





SALESMEN WANTED: Real producers in 
the following territories:—Pennsylvania, New 
York, New Hampshire and Vermont, Maine, 
Michigan, Indiana, Illinois, Iowa, Nebraska, 
South Dakota, Texas, and Louisiana, Kentucky, 
Tennessee, North Carolina. We are manufac- 
turers of one of the oldest lines of work shoes 
dress oxfords and shoes—a _ real QUALITY 
line—BIG commissions paid to the right man— 
established territory—only live wires need apply. 
Address D-189, care of Boot and Shoe Recorder, 
189 West Madison St., Chicago. 





SALESMAN— Coast resident catering to better 
trade to sell established line of high grade 
women’s hand turned shoes retailing from $10 
to $12.50. Commission basis. Give references, 
lines carried, and full details in first letter. 
Address D-190, care of Boot and Shoe Recorder, 
239 W. 39th St., New York. 





WANTED AT ONCE—Three high grade 

rubber footwear salesmen by a large rubber 

company, to sell a popular and well advertised 

footwear item for women. Excellent returns 

for experienced men. Address D-154, care 

Eoot and Shoe Recorder, 207 South St., Boston, 
ass. 





your closest:attention. 


% ° 





Information for Shoe Merchants 


The advertising pages of the Boot and Shoe Recorder 
constitute an almost inexhaustible source of informa- 
tion as to where and what to buy. They are worthy of 














Salesmen for Iowa, Ohio, 
Missouri, Oklahoma, and 
Michigan 
Wanted, salesmen on straight 
8% commission basis, men’s full 
rained calf skins $3.50, boys’ 
3.15, men’s Kips $2.75, boys’ 
$2.50 less 3%. State age, refer- 


ences and sales records in first 
letter. 


KANNALLY SHOE CO., Inc. 
Newton, Illinois 











SALESMAN for Tennessee.. Commission. basis. 
Welts, McKays, Stitchdowns, Leggings. Only 
interested in salesmen residing in territory. No 
objection to carrying non-conflicting line. 
Hagerstown Shoe & Legging Co., Hagerstown, 
Maryland. 





WANTED—By Rochester Concern, Side Line 
Salesmen for fast selling line of Infants’ 
Soft* Soles and Stitchdowns. Give references 
when applying. Address D-184, care of Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 


SALESMAN for northeastern Ohio. Travel by 
auto. Welts, stitchdowns, McKays, leggings. 
Only interested in salesmen residing in territory. 
HAGERSTOWN SHOE & LEGGING CO., 
Hagerstown, Md. 


WE have without question the fastest selling 
line of womens “red hot” novelty shoes in 
the country “In Stock” to retail at 

$5.00 and $6.00 and have several openings for 
“real salesmen” with established trade to rep- 
resent us on a liberal commission basis. A 
wonderful opportunity for real producers. Write 
or wire immediately giving references in first 
letter as successful applicants must be ready 
to start on their territory about January first. 
Wm. Marks Shoe Co., 1406 Washington Ave., 
St. Louis, Mo. 
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SALESMEN WANTED 





Cc: H. HAWKES & SON, well known Rochester 
Manufacturers of soft soles and intermediate 
“Self Starters,” are looking for High Grade 
salesmen carrying non conflicting lines. Shoes 
Stocked. Line easy to carry and handle, 10% 
commission, samples ready. C. H. Hawkes & 
Son, 1 Pitkin St., Rochester, N. Y. 





ALESMEN WANTED:—Carpenters Infants 

Shoes are being sold as side line by a High 
Grade sales organization, who represent some 
of the best known houses in the country with 
their main lines. We have some good open 
territory at this time for real producers, shoes 
stocked, consisting of quality soft soles and the 
well known infants first walking shoe “Self 
Starter.” Write at once as samples are now 
ready. Carpenter Shoe Co., Rochester, N. Y 





SALESMEN WANTED for our line of shoe 
store accessories. Several good states open. 
Commission. Send references with your _ appli- 





LINE WANTED 


LINE WANTED 








West Madison St., Chicago. 





Available After January 1, 1928 


A successful sales organization of three men with established clientele 
of the best and largest trade want strong line of Women’s medium 
priced footwear, also line of Misses’ and Boys’ shoes. 


Now covering Chicago and surrounding territories. 
dising proposition for the right manufacturers. 


For interview address D-203, care of Boot and Shoe Recorder, 189 


A real merchan- 











cotien. E. T. GILBERT MFG. CO., 





Two live wire salesmen wanted for New 
Jersey and New York City territories to 
sell a popular line of children’s shoes for a live 
wire children’s house. Only hustlers need 
apply. State experience. Address D-197, care 
of Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 


SALESMEN WANTED to sell work shoes as 
side line. 6% commission. One at $3.10, 
$3.50 and one waterproof leather at $4.10. In 
stock. Sell a few pairs each day it will pay 
our way. Give permanent address. Address 
-196, care of Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


SALESMEN for women’s up-to-the-minute 
novelty line in stock. Following territories 
are open,—New York State, Connecticut, Mis- 
souri, Oklahoma, Detroit. Monarch Shoe Co., 
Inc., 149 Duane St., New York. 


DEPARTMENT Store in Michigan has an 

opening for a Manager in a basement shoe 

department. Must be experienced in that line. 

State age and references. Address D-207, care 

of Boot _ Shoe Recorder, 207 South St., 
» Mass. 

















POSITION WANTED 








In Advertising Department 
of Manufacturing or Mer- 
chandising Organization 


Young lady employed several years 
in Advertising Department large 
shoe manufacturing concern. Capa- 
ble of handling all_details concern- 
ing advertising. Full knowledge 
of catalog work and engraving. 
Best of references. 

Address D-192, care Boot and 


Shoe Recorder, 207 South St., 
Boston, Mass. 











SHOE MANAGER AND BUYER for depart- 

ment or chain stores wants to make a" 
after January 1 where opportunity will be 
broader. I am manager for department store re- 
tailing shoes $6.00 to $15.00. Prefer Arizona or 
California. 16 years experience, age 35, mar- 
ried, excellent references. Address D-195, care 
of Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


POSITION WANTED—Live wire; buyer and 
merchandiser, knows all markets, either 
hi-grade or popular price. Highest type refer- 
ences. Can produce turnover and profits. Ad- 
dress D-174, care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











MISCELLANEOUS 


TURN your surplus stock into cash in ten 
days. Over two hundred rsonally con- 
ducted sales. Write giving sizes and kind. 
References, Wholesalers and Retailers. R. A. 
Wilson St. Greenwich, New York, N. Y. 














I HAVE had about 18 years executive ex- 
perience in lines connected with the shoe 
trade, including twelve years as salesman or 
sales manager. A Business reorganization now 
allows me to handle in New England, on a 
strictly commission basis, one or two lines or 
articles that may be sold to the shoe manufac- 
turer or finder. Address Box 53, Lynn, Mass. 








FOR LEASE 











A RESPONSIBLE SHOE-MAN with large 
following in greater New York desires con- 
nection with Women’s novelty lines to retail at 
$3.00 and $4.00. Address D-202, care of Boot 
ent Shoe Recorder, 207 South St., Boston, 
Mass. 





SHOE SPACE FOR LEASE 


Ideal location, main floor, splendid space near 
front entrance. Modern store, 2 stories 40 x 
120 ft., best location, successful for over 
sixty years, drawing splendid trade radius 
of fifty miles. Wonderful opportunity for live 
shoe firm, who believes in quick turnovers. 
Space immediately available. Address Kohn- 
Kahnweller, Orangeburg, §. 











+ 


SALESMAN, extensive following | g 
better trade in New York State, City, now 
open for line of merit, preferably women’s 
novelty .or children’s welt line. Credentials 
furnished. Address D-206. care of Boot and 
ae Recorder, 239 W. 39th St., New York, 








FOR SALE 





R LEASE—SHOE AND HOSIERY DE- 
* PARTMENT. For lease January 3rd in 
Women’s high grade specialty shop for the sale 
of medium and better shoes. Location best in 
City and store one of best in State. Unusual 
opportunity for a go-getter to make real money. 
Knights Ladies Wear, 106 S. Morton, Okmul- 
gee, Okla. 








For Sale 


Sample Trunks — Sample 
Cases 


ATLAS SHOE CoO. 
614 Atlantic Ave., Boston, Mass. 











FOR SALE: The Best Ladies’ Wear and 

Shoe Store, new front, in a live py | diver- 
sified factory town of 4000 in Southern Indiana. 
All new active stock. Will reduce te suit buyer. 
A genuine opportunity for a live man who is 
ambitious to manage his own store. Small 
capital will swing the deal. Owner has other 
interest which must be supervised personally. 
Address D-200, care of Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





Write for Our List 
“SHOES STORES” 


For Sale 


FEDERAL BROKERS, INC. 
A.LU. Bldg. Columbus, Ohio 











FOR SALE—Best shoe store in good northern 
Indiana town of ten thousand population, 
over forty years present location, thirty-five 
thousand business annually, new front, low 
rent, other business interests cause of selling. 
Stock being reduced by sale. Act quickly. 
If interested address D-204, care of Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





FOR RENT 





FOR RENT, women’s and misses’ high grade 
shoe department on percentage basis, in Tigh: 
est type of women’s and misses’ specialty store 
of all kinds of women’s wearing apparel. Loca- 
tion 90% in a large middle-western city. 
Address D-199, care of Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





WANTED TO PURCHASE 


CASH PAID 


for entire shoe «tecks or surplus storte «7 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ime. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 1448 














HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy r 
surplus or slow sellers. Quantities no obhect 
Retail or wholesale. Short term leases taken 
off your iands. Wire or phone us. Corre 
spondence confidential. Established 1890. 

MAX GLAUBERG 

436 Grand Street, New York City 
We also purchase clothing, hats, fu 
goods, etc. Dry Dock 085: 











HELP WANTED 





WANTED representative with headquarters 
in Chicago, for middle western territory to 
establish agencies for advertised line of high 
grade semi dress and orthopedic women’s, men’s 
and children’s welt shoes. State references, 
age and selling experience in the middle west. 
Address D-201, care of Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


Sell Us Your Left Over 


New York Export Purcnasinc Coapr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 
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L SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 
s 


- above 


Display Fixtures of Quality 


IN WOOD ONLY, BUT IN MANY PERIODS ¥ 
Your Winvow Trims 





—Some of our New Period 
Display Fixtures can help 
you much in making attrac- 
tive trade pulling displays 
of your merchandise for 
the coming year. 


~ 





—It might be a good business move to look 
your present equipment and see if a new 
set is not advisable. 








We catalog complete sets for Shoes, Women’s 
Wear, Clothing, Furnishings—ranging in price 
from $25.00 to $85.00 per set, with which 
effective results can be had as illustrated 
for immediate shipment and season’s 


Of interest to the Display Man 
Ask For SpeciaL Book B-11 





One of the Two Best Lines Made 


CINCINNATI, O. 














Milbradt 
Ladders 


ij Made for 40 years 
| by the original in- 
=i ventors. 


Made in all styles 
to suit any shelving 
condition. 

el Get our price before 
placing your order 


-| Milbradt 

Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 

















QSTABLISHED 90 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 













AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 

















—, 


The CAHILL CARTON 


THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 


HARRISBURG, PA 











HARRISBURG, PA. 

















Go near the Ocean its called. 
‘The Breakers 
§0 modern in equipment and 


well conducted it is known as 
one of the Worlds finest Hotels 


dnctiguiiigichneben 

















ATLANTIC CITY 
For An Unusual Winter Outing 


As interesting as the Boardwalk whereon it 
stands . . . as modern as the times . . . its 
porch the largest and best located on the 
beachfront . . . its appointments and service 
a delight to the discerning. 

Cuisine par excellence. | 





Hostess Golf Dancing 

















THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trade Mark Reg. U. 8. Pat. Off.) 
The original and foundation size 
stick on which all shoes were first 
measured and lasted. 

MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 

RETAIL SHOE 

STORES USE 

No. 3 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 
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“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 
Trade 1 Re vu. 6. 


aippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

nuine 


“MANCHESTER” 


curved jaw when or- 
dering. 
Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. ier Wo Lake Be, 
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MERCHANT NEEDS 
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Superior Shoe Ornament Works 
394 Ralph Ave., Brooklyn, N. Y. 





|—ViNDOW 
[DISPLAY FIXTURES 


made by 
SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 








Brown Antelope Selling 


AusTIN, TEx. (UTPS)—Otter brown 
antelope, with bronze silk kid trim, 
with medium toe and _ twenty-two 
eighths heel in a tie, is the present 
best seller for the French Boot Shop 
of Austin. 

According to Managers Boyd and 
Spires, another popular design with 
their customers is a whippet brown 
suede quarter with dark brown vamp 
and piped in gold kid. This same shoe 
is being featured in a black French 
satin vamp with quarter of water 
satin, and piped in silver kid. 





Fire Damages Store 


CoLuMBus, OHIO (UTPS)—A fire 
which started in an adjoining store 
room was communicated to the room 
occupied by the Band Box Shoe and 
Millinery Shop at 112 South High 
Street, Nov. 22, causing a considerable 
loss, mostly from smoke and water. Ed- 
ward H. Franks, owner of the shop, 
was in New York at the time and no 
estimate of the loss to the stock could 
be secured. 
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The DISTINCTIVE arid 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


53-39 W 34 °**ST. AY.G 
Phone WISCONSIN BI30 








Satins Sell in Texas 


AusTIN, TEx. (UTPS)—Satins with 
velvet trimmings are the best sellers 
with the White Shoe Store. An un- 
usual boost in sales for this pattern 
has been experienced during the past 
week. 

This store is selling the short vamp 
and round toe. According to the sales 
force, they see no tendency whatever 
toward a demand among their custom- 
ers for the aarrow toe. 

Men’s shoe sales with the White 
Shoe Store show a decided increase 
over sales of last year at this season. 
The demand for them is 25 per cent 
black shoes and the others of a some- 
what deeper shade of brown and tan. 





Patents and Satins 


AusTIN, TEx. (UTPS)—The Cinder- 
ella Slipper Shop of Austin reports 
sales to be about equally divided be- 
tween black patents and satins. Bro- 
caded satins and satins with velvet 
trimmings are having a good demand 
in a tie pattern. 

Two-eye ties in oxfords are good, 


while the average demand for heels is 





for twenty to twenty-one eighths heel. 








PRIMROSE BUCKLE DEVICE 
Holds Better—Costs Less—Safer 


Special 
Prices for 
Quantity 

Users 








SAMPLES GLADLY FURNISHED 


Primrose Novelty Corp. 


Room 332, Bible House, 
New York City 














Shoe Manufacturer in 


Role of Santa Claus 


Boston, Mass.— Exemplifying the 
spirit of Christmas, President Arthur 
A. Williams of the Goodwill Shoe Co., 
Holliston, Mass., has donated the use 
of the five-story building at 190 Con- 
gress Street, Boston, to the Boston Post 
Santa Claus Fund. In appreciation of 
this act, the Boston Post in its news 
columns Sunday, Nov. 27, said: 

“The Boston Post Santa Claus Wotk- 
shop was opened yesterday. A mam- 
moth five-story building at 190 Con- 
gress Street became the toyland of the 
worthy little ones. For the third con- 
secutive year the building was donated 
to the Santa Claus cause by the Good- 
will Shoe Co. of Holliston, Arthur A. 
Williams, president. 

“The manufacturers of the Goodwill 
shoe gladly gave the workshop when 
they learned that by their gift they 
would again be generously helping to 
spread the goodwill of the Christmas 
season to youngsters who have really 
no one else to make them ‘happy but the 
Post Santa.” 


Mail Shipments Show 
Increase in Brockton 


BRocKTON, Mass.—The shoe situa- 
tion here was a mixed one during the 
week with some of the plants closed or 
about to do so for inventory, while 
others have begun on brisk new runs. 
The output of the cheaper grades of 
shoes materially increased. In the dis- 
trict Rockland shops are feeling the 
invetnory season, although two of them 
still are running along, fairly busy on 
the late fall run. Whitman shops are 
running on good volume. 

Sales managers report the advance 
orders fair. In-stock departments are 
well stocked with heavier shoes and 
await the advent of colder weather to 
move their product. They have had 
encouragement from sporadic demands 
for lighter wear as the cold weather 
still holds off. There has been a good 
single, two and three-pair business by 
parcel post, apparently vortending the 
Christmas season. The mail shipment 
of shoes the past week was the largest 
since April 14. 





The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

* shoe merchants. The chief purpose of THe Boot anv SHOE REcoRDER 

--is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


o 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 





AKING money by losing 

money; a remarkable theory 
has been developed whereby a man 
can take a thousand dollars in old 
goods and sell them for five hundred 
dollars in cash money, and then by 
one or two shuffles and a good plan 
can find a real net profit of two hun- 
dred dollars. The story is in ten 
little parts, and it is just the thing 
to read before the coming clearance 
period. 


Fe real human interest, hold 
your eye. for the story of a 
Canuk shoe merchant in Allagash 
Junction. The four million dollar 
men’s shoe campaign is out to “Let’s 
Double the Men’s Shoe Business.” 
Our latest communication from Alla- 
gash Junction is as follows: 

“De odder day Scotty McVica say 
to me, ‘Renee, here ar de shos I 
bought. last week. Dey don’t fit.’ 
‘What, dey don’t fit—dis ar de first 
complaint I have receive bout dis 
kind of sho’,’ I say. ‘Maybe,’ answer 
Scotty, ‘but dey are a wee bit tite 
for me brodder on de night force. I 
wear dem in de day.’ What u going 


to do wid customer like dat, Joe, I 
ask u? De Trade papier say ‘Sell 
two pair of shos in place of 1.’ Sacre, 
Joe! I sell 1 prs of sho in place of 2. 
What u make of dat?” 
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So oe SOE 


THE QUALITY _ + OLLAL BOX TOE 





In Colonial days, bridal shoes of 


Shoes vs.-Romance 
| buff silk, embroidered with flow- 


ROM time immemorial shoes and weddings have been as- dun Witie trots: Phe madi teile 
sociated in popular romance. The custom of throwing an must have white satin pumps for 
the ceremony, and a complete 


old shoe after the bride is still observed. In Anglo-Saxon shoe wardrobe for her honey- 
weddings the shoe was as indispensable as the ring is with us wot ecg nig: args eanaaet 
today. During the ceremony, the bride passed her shoe to the _ be equipped with (elastic— 
bridegroom, who gently tapped the maiden on the head with The antares *9%; 

| it to signify his future authority. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 

















